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Pete Trys One 
By CHRIS SINSABAUGH 

Detroit, July 28.—The mountain came to Mahomet 

when Gen. Hugh Johnson, National Recovery administra- 

tor, hopped a plane in Washington, Thursday noon, flew to 

Detroit and spent several hectic hours here conferring 


By 


Chris Sinsabaugh 


IRA ALONE is _ responsible 
for the automobile industry 
history that has been written this 
week. Listening to the clarion 


with leaders of the automobile industry regarding the 





call of the Roosevelt administra- | 
tion to help shuffle the cards in| 


the new deal through the Na- 
tional Industrial Recovery Act, 
all branches of this big business 
of ours have responded. 


* * * 


THIS SENTRY does not hesi- 
tate to cry “All’s well” as to this. 


But to my mind NIRA should be | 


given a major credit for the set- 
ting up of the Automotive Parts 
& Equipment Manufacturers, Inc. 
(APEM, if you want to run to 
initials). APEM seems destined 
to bring into action leading mak- 
ers in this fleld who heretofore 
have sat on the sidelines, con- 
tent to let George do it in the 
way of an organization as the 
voice of the industry’s branch 
that furnishes materials and sup- 
plies that enter into the construc- 
tion of our bread and butter 
the automobile. 


Levity has no place in today’s 
column. Therefore, I’m speaking 
seriously when I say that I look 
for APEM to bring order out of 
a chaos that has existed. With 
the real big men of this branch 
putting their shoulders to the 
wheel in mapping out policies, 
regulating this and that and 
filled with that spirit of “one for 
all, all for one, (which this com- 
mentator has used with consid- 
erable frequency of late) 
would seem as if the parts people 
have set up an organization that 
is likely to become comparable 
with the NACC. A higher com- 


pliment than that I could not} 


pay. 
* cd Bs 

WITHOUT BIAS and with 
no desire to pay compliments, I 
would say that this week’s child 
birth has given us an automobile 
Roosevelt in Charles S. Davis, 
chosen as president of APEM, 
largely, I would say, because of 
the leadership he displayed in 


the formative stages of setting | 


up this association of 


makers. 


parts 


I'd venture to say that few 
of the rank and file of those who 
set in at the organization meeting 
at the Book-Cadillac last Mon- 
day ever had seen Davis, of Borg- 
Warner, previously. To most of 
them Davis was just a name. 


So I'll paint a brief word pic- 
ture of what happened on that 
occasion, starting with a speak- 
er’s table, with no one in the 
chairs. Buzz, buzz, buzz hummed 
through the big banquet hall of 


(Continued on Page 5 
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| Automotive Industry 


When General Hugh Johnson, 


National 


Recovery Administrator, 


code. 








J ane Output 


> 
arrived in Detroit by plane, Thursday, he was greeted by Alvan | Highest For 


Macauley 


(left), president of Packard, and A. P. Sloan 
President of General Motors, 


(center), 


- 25 Months 


Illinois Code Limits Foreing, to101 for U.S. and Canada 


Discounts, and Used Car Bids 


By MEL ADAMS 


Chicago, July 28.—- There are 
codes and codes, but probably 
none yet adopted contains quite 
so many teeth in it as the one 
approved Wednesday by 600 auto- 
bile dealers from northern Illinois 
and Indiana, who gathered for a 
meeting at the Edgewater Beach 
Hotel. 

The meeting was jointly spon- 
sored by the National Automobile 
Dealers’ Association, with Presi- 
dent F. W. A. Vesper speaking in 
behalf of that organization; the 
Illinois Automotive Trade Associ- 
ation, represented on the speak- 
er’s platform by President Her- 
man G. Wangelin, and_ the 
Chicago Automobile Trade Asso- 
ciation, whose president, Lafayette 
Markle, presented the code, the 


| first to be offered by a local or 


regional automobile trade body. 
Presiding over the meeting was 
Charles E. Gambill in the ca- 
pacity of district director for 
Chicago of the National Automo- 
bile Dealers’ Association. 
Markle Elected 
In addition to approving the 
provisions of the code, many of 


Wholesalers 


Approves Recovery Code 


Detroit, July 27.—-An Industrial 
Recovery Code which will affect 


of automotive service parts, 
cessories, tools, equipment and 


materials was approved today at | 


the conclusion of a three-day ses- 
sion of the National Administra- 
tive Committee of the Wholesale 
meeting in 
the Hotel Statler. 


On the committee which formu- | 


lated the code are representatives 
of all of the national automotive 
associations having a wholesaler 
membership, thus complying with 
the provision in the N.I.R.A. to 


the effect that codes must be pre- | 


5,000 wholesalers | 
ac- | 


them by vociferous acclaim, 
dealers 
elected Mr. Markle as district 
|representative for this region on 
|the Emergency National Com- 
|mittee set-up of the N.A.D.A. 
This group will eventually com- 
prise twenty-five members, one 
from each district, who will meet 
with the Federal National Con- 
| trol member. 

| Toward the end of the meeting 
| those in attendance authorized a 
|telegram, which was sent to 
| President Roosevelt in behalf of 
|the three associations in session. 
| The message, signed by the presi- 
dent of each, pledged co-operation 
|with the government in the Re- 
| covery Act campaign. 

Making it clear that the pur- 
| poses of the code presented are to 
| protect the automobile trade and 
| the motoring public from unfair 


practices, Mr. Markle inaugurated | 


| the meeting by reading the code 
|in full. 
After adjournment for luncheon, 
interspersed with talks by Messrs. 
| Vesper and Wangelin, copies of 
the code were supplied to those 
(Continued on Page 14) 


Committee 


sented in Washington by groups 
that are truly representative of 
their entire industry. 

The code adopted provides for a 
| minimum wage limit of thirty-five 
cents per hour, this however, with 
certain modifications which may 
be necessary due to varying con- 
ditions in different localities. 

The code further provides for a 
maximum work week of forty- 
four hours average as calculated 
for any twelve months’ period, 
| with forty-eight hours being the 
maximum number permissible 
during any one week. This pro- 
vision however does not apply to 

(Continued on Page 9) 





the | 
at their spirited session | 


Passes 260,000 Mark; 
] G % Abov ce May 


‘? 

Washington, July 
ing its highest level in twenty- 
five months, motor car produc- 
tion in June totaled 253,322 units, 
according to figures just released 
by the United States Department 
of Commerce. As compared with 
May, the output represents a gain 
of 35,019 vehicles; in percentage, 
sixteen per cent. Even more 
sweeping was the advance over 
June, 1932. Production during 
that month aggregated 183,106 
units, thirty-seven per cent be- 
low the mark established in the 
same month this year. 

Both passenger cars and trucks 
shared proportionately in the 
sharp increase in production over 


28.—-Attain- 


(Continued on Page 14) 


A.P.E.M. Meets Approval; 
Membership Grows Rapidly 


Detroit, July 28.— Widespread 
approval of the newly organized 
Automotive Parts and Equipment 
Manufacturers has been flooding 
into the offices of the association 
which have been established in 
Room 4-140 of the General Motors 
Building, according to a _ state- 
ment by C. C. Carlton, executive 
vice-president. Mr. Carlton is 
rapidly whipping the new group 


into shape through the selection | 


and appointment of a staff to 
handle the enormous task of 
sorting and entering the applica- 
tions for membership which are 
arriving with every mail. 

In addition to the routine or- 
ganization work the new associa- 
tion has already begun mailing 
questionnaires to all members of 
| the National Standard 
|sociation and the Motor 
Equipment Manufacturers Asso- 
|eiation calling for- facts and 
| figures of wages and employment 
from which it is planned to com- 
|pile a report for submission to 
lthe administration at Washing- 
|ton. This information is expect- 








Parts As-| 
and | 


= {] The magic carpet carried him 


to Cleveland this afternoon, but 
before he left he announced that 
the automobile makers had 
agreed to a code providing for a 
thirty-five-hour w° :k; a minimum 
wage of forty-three cents an hour 
for cities of 500,000 and over, 
forty-one and one-Half cents for 
cities under .500,000 and above 
250,000 and forty cents for cities 
under 250,000. There will be no 
child labor. 

For the benefit of the industry, 
Gen. Johnson, discussing Section 
7, the labor provision of the Re- 
covery Act, declared that “the 
law will be executed exactly as 
written.” This phrase was con- 
tained in a statement which he 
issued, which said: 

“It has been repeatedly said by 
the administration that it is not 
the function of NIRA to organize 
either industry or labor. To ob- 
tain the benefits of this act it is 
not necessary for workers to join 
either company unions or any 
particular labor union. Employ- 
ers may bargain individually with 
their men. They cannot, how- 
ever, refuse to bargain with the 
representatives of labor, chosen 
by labor. They cannot make, as 
a condition of employment, that 


(Continued on Page 7) 


ed to be in hand before the next 
meeting of the executive commit- 
tee which will be held in the near 
future to compile a code for sub- 
mission to Washington. 

Several broad policies of co- 
operation with the administra- 
tion which have been adopted are 
ready for presentation to Wash- 
ington, the leading one of which 
is as follows: 

“With a view of keeping the 
President informed as to the ob- 
servance or the non-observance 
of this Code of Fair Competition 
and as to the steps being taken 


'to effectuate the provisions and 


purposes of the National Indus- 
trial Recovery Act, each manu- 
facturer or producer of automo- 
tive parts and equipment will 
furnish certified reports to the 
board of directors of the associa- 
tion and permit authorized repre- 
sentatives of the board of direc- 
tors to make such examinations 
of the records of each manufac- 
turer and producer in this indus- 
try as may, in its judgment, be 
(Continued on Page 8) 
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Pierce-Arrow 


Names O’Rourke 





Buffalo, July 28.—The appoint- 
ment of Thomas J. O’Rourke as 
general sales manager of the 
Pierce-Arrow Motor Car Co., was 


announced today by Roy H. 
Faulkner, vice-president in 
charge of sales. Simultaneously, 


Mr. Faulkner also announced the 
appointments of G. D. Aberdeen 


and Kenneth Strachan as assist- | 


ant general sales managers. 


Because of his record of serv-| 


ice with Pierce-Arrow, covering a 
period of twenty-six years, Mr. 
O’Rourke enjoys the acquaint- 
anceship of practically every 
Pierce-Arrow distributor, dealer 
and salesman in the United 
States. He has served in a num- 
ber of important capacities in the 
factory organization. For a con- 
siderable period he was passen- 











ger car sales manager. During 
the past four years he has been 
assistant to Mr. A. J. Chanter, 
president of the company. 

Mr. Aberdeen has been con- 
nected with the sales division of 
the Pierce-Arrow Co. for sixteen 
years and, like Mr. O’Rourke, has 
an unusually wide acquaintance- 
ship among the Pierce-Arrow 
distributing organization. For | 
many years, he was in charge of 
the sales order division. 

Mr. Strachan for the past five 
years has been associated with 
Pierce-Arrow’s territorial devel- 
opment and has won recognition 
for his analytical studies of the 
fine-car market. 


Plymouth Sales 
216% Above 1932 


Detroit, July 27.—Adding fur- 
ther optimistic reports to con- 
tinued retail sales i.creases of the 
the Plymouth <ar, H. G. Moock, 
general saies manager of the 
Plymotn Motor Corp., revealed 
teday that sales for the week 
ending July 22 were 7.3 per cent 
over the previous week and 216.1 
per cent over the same week of 





last year. 

Cars delivered at retail by 
Plymouth dealers during that 
week totaled 7,157 units, com- 


pared to 6,673 the previous week, 
and 2,264 during the same week 
of 1932. 

The 7,157 retail delivery figure 
was only five per cent under sales 
for the week ending July 1 last, 
which set an all-time high for a 
week’s retail sales in the history 
of the Plymouth Motor Corp. 
Plymouth shipments and produc- 
tion this month are expected to 
exceed 30,000 units, which will be 
an increase of more than 350 per 
cent over July of 1932. 


Wisconsin Dealers 


Hold Code Meeting 
Oshkosh, Wis., July 28.—Repre- 
sentatives elected by the retail 
automotive industry from every 
part of Wisconsin met at the 
Hotel Raulf here July 25 to form- 
ulate a code of fair practices. 
L. D. Frint, director of the Na- 
tional Automobile Dealers Assn., 
District No. 12, and Frank J. Ed- 
wards, director-at-large, both 
from Milwaukee, were in charge 
of the session. 

F. H. Bogda, Green Bay, presi- 
dent of the Automotive Trades 
Assn., was named chairman of 
the Wisconsin advisory commit- 
tee to represent the state at the 
national meeting, while L. Milan, 
Milwaukee, managing secretary 
of the Wisconsin Automotive 
Trades Assn., was elected secre- 





tary of the advisory group. | 


H. H. Seaman To Head 


Industrial Program 
Milwaukee, Wis., July 28.—Har- 
old H. Seaman, president of the 
Seaman Body Corp., has been 
named general chairman of a}| 
committee to direct the drive for 
bringing all business and indus- 


trial employers of Milwaukee 
county under President Roose- 
velt’s industrial recovery  pro- 


gram. 
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The Men Behind the Throne in the New APEM Sketched at the Book-Cadillac 











Automotive Plants Increase Pay 


Chevrolet and Pontiac 

The 40,000 men employed in the 
twenty Chevrolet and Pontiac 
plants throughout the country 
also will get an increase of fifteen 
per cent which, with a five per 
cent raise in May, gives them a 
twenty per cent increase for the 
year. W. S. Knudsen, president 
of the Chevrolet company, an- 
nounced that all salaried em- 
ployes earning under $1,800 a 
year would receive a ten per cent 
increase. 

By August 1, the companies will 
have added 7,000 more men to the 
payrolls, an increase of 10,000 
since June 18, he announced. 





Buick 

A straight fifteen per cent in- 
crease in wages to hourly wage 
employes will be effective August 
1, I. J. Reuter, general manager 
of the Buick company, announced. 
This increase follows one of five 
per cent announced last May, 
bringing the increase this sum- 
mer to twenty per cent. 

It will mean more than $1,000,- 
000 additionally annually in the 
hands of the workers, he said. 
Salaried employes in the lower 
brackets also will have their pay 
increased in accordance with the 
President’s program. More than 
1,000 former employes of the com- 
pany are being added to the pay- 


| rolls, he said. 


Oldsmobile 


Wages of Oldsmobile factory 


| employes will be increased in con- 





formity with the National Recov- 
ery Act. 





General Motors Truck 

Approximately 2,000 workers 
now on the payrolls of the Gen- 
eral Motors Truck Co. will receive 
wage increases identical with 
those of Chevrolet workers, Paul 
W. Seiler, president of the com- 
pany, announced. 





Hudson 
A further increase in wages for 
shop employes of the Hudson Mo- 
tor Car Co. was announced Thurs- 
day night by Roy D. Chapin, 
president. The increase, which 
will be in addition to the five to 
ten per cent advance announced 
July 17, will become effective as 

of August 1, he said. 





Packard 

Hourly rates higher than aver- 
age have been paid consistently 
at the Packard company, it was 
said by officials of that concern, 
but workers will be advised 
shortly of an increase in their | 
pay rates, effective August 1, in 
line with the general upward 
trend. The plant also will con- 





tinue to use the staggered em- 
ployment system on which it has | 


employment as muck as possible. 


| 





Nash 

Effective Tuesday, Nash Motors | 
Co. and Seaman Body Corp. will 
increase all wages and salaries | 
per cent, it was announced 





ten 





Nash. 
issued by Mr. 


yesterday by Charles W. 
In a statement 
Nash. 

The increases will benefit ap- 
proximately 9,500 employes of the 
two corporations, chiefly those 
working in the Wisconsin plants 
at Kenosha, Racine and Mil- 
waukee. 





Reo 
Wages of Reo factory employes 
will be increased in conformity 
with the National Recovery Act. 





Chrysler Corp. 

Effective August 1, Chrysler 
Corp., according to Mr. K. T. Kel- 
ler, general manager, will increase 
the hourly wage rates of its em- 
ployes 20% over the rates in effect 
during the first pay period in 
March. 

It has always been the policy of 
the corporation to pay its em- 


ration has made upward adjust- 
ments in rates of pay since the 
first of this year. 

In connection with the reduc- 


and the addition of 20,000 em- 
ployes to the payrolls since March, 
the corporation on July 21 an- 
nounced a 10% increase in all 


been operating in order to spread | rates, including salaries, effective | 


with the pay periods ending July 
25 and July 31. 

It has now been decided to ad- 
just hourly wage rates on the 
basis of a 20% increase over the 
rates in effect during the first 
period in March. 


\. Mlord Radiator | 


New Record Set 
In Middle West 


Chicago, July 28.—On the basis 
|of both increased sales and re- 
duced inventories of cars, the 
automobile trade in the middle 
| west made its most impressive 
record in several years during 
June. The favorable showing is 
reflected in the newly released 
survey by the Federal Reserve 
Bank of Chicago. The _ report 
|covers wholesale distribution of 
new cars as well as retail sales of 
| both new and used automobiles. 
The sharp improvement in June 
|was by comparison with both 
| May of this year and June of last. 

Wholesale distribution was up 
20.4 per cent over May and 102.5 
| per cent over June, 1932, while re- 
(tail new car sales’_ increased 
| eighteen per cent over May and 
| 34.4 per cent over June of last 
|year. In both instances, the fig- 
|ures represent the increase in 
number of cars sold. The value 
percentage was less, indicating 
both a decline in price as com- 
pared with a year ago and a 
|larger proportion of sales made 
in the low priced class. 

Stocks of new cars in dealers’ 
| hands on June 30 were less than 
|one per cent below May 31, but 
were 22.7 per cent less in number 
and 36.7 per cent less in value 
than at the end of June, 1932. 
| The number of used cars sold 
increased 14.1 per cent in June as 
against May and were 4.2 per 
cent above June of last year. In- 
ventories were about even with 
| May, but showed a 5.1 per cent 
| shrinkage in number and were 
| 40.2 per cent less in value than at 
|the end of June, 1932. 








Hudson-Fscex 
Sales Hold Firm 


Detroit, July 28.—Sales of Essex 
Terraplanes and Hudson cars for 
the week ending July 22 main- 
tained the high level which has 
been attained since early spring, 
according to a report just issued. 
The week was in the nineteenth 
consecutive seven-day period in 
which sales have materially im- 
proved. 

Commenting on the continuance 
|of advancing sales of these cars, 
Chester G. Abbott, general sales 
manager of the Hudson Motor 
Car Co., states: “The week just 
closed showed the biggest gain 
over last year’s corresponding 
week that we have registered to 
date, the increase being 283.2 per 
cent.” 





Dayton (Ohio) Dealers 
Hold Meeting on Code 


Dayton, O., July 27.—A meeting 
of the Dayton Automobile Deal- 
ers Assn. was Held yesterday in 
the VanCleve hotel, to organize 
under the specifications set forth 
in the NIRA, and to hear an ex- 
planation of the proposed code. 
Charles Gillam, president, and 
Mark Johanning, secretary of the 
association, explained the func- 
tion of the new code which calls 
for an increase in salary of ten 
per cent and a forty-hour week 
for all employees, except sales- 
men and executives. 





“Occupational” Tax 


Seattle, Wash., July 28.—The 
new occupational tax goes into 
effect in Washington on August 


| ployes good wages and the corpo-|1, and letters have been sent to 


all dealers by Carl Huessy, secre- 
tary of the Seattle Automobile 
Dealers Assn., urging them to 
take careful note of the new law. 


|tion in hours of work per week, |The tax is five-tenths per cent on 


all retail sales and two-tenths per 
cent on wholesale and jobber 
sales. The tax is on the gross 
volume. 


Hamlin Wins Post 
Detroit, July 28.—The appoint- 
ment of J. R. Hamlin as assistant 
sales manager is announced by 
President A. A. Bull of the Handy 
Governor Corp. 





AUTOMOTIVE DAILY NEWS, SATURDAY, JULY 29, 1933 


Left to right, seated: C. D. Hastings, Hupmobile; R. C. Graham, Graham-Paige; T. R. Dahl, White Motors; Alvan Macauley, Packard and N.A.C.C. head; Walter P. Chrysler, 

C. W. Nash, F. A. Haynes, N.A.C.C, treasurer and W. S. Knudsen, Chevrolet; standing: P. G. Hoffman, Studebaker; R. D. Chapin, Hudson; F. C. Greene, Studebaker; Alfred 

Reeves, N.A.C.C. general manager; J. K. Weckter, Dodge; G. H. Montague, N.A.C.C. counsel; E. C. Fink, Mack Truck; A. E. McKinstry and W. S. Elliot, International Har- 
vester; Donaldson Brown, code committee head; J. T. Smith, General Motors; B. E. Hutchinson, Chrysler; K. T. Keller, Dodge, and Nicholas Kelley, Chrysler. 


“Sock the Man Who Owns One,” 
Philosophy Behind 





Truck Tax 


Legislators Pile Charge Upon Charge to Overburden ‘Atlanta Dealers 
Motor Freight Transport— National Average 


Is $332; North Carolina Exacts $1,272 


By WILLIAM ULLMAN 


Washington, July 28.—Like a powerful but gentle slave 
who gladly and gratefully performs an important serv- 


ice for mankind, the motor 


truck meets the traditional 


reward in the form of an unspeakably cruel and unjust 


lashing at the hands of the 


How the lash has been applied! 


Nation’s tax assessors. 
What a tribute to 


the endurance of the truck that it not only has survived 


but has flourished under the system; that 
ivepsiaciaad 


on returning good for evil! 

“Sock the man who owns one” 
has become the truck tax phil- 
osophy. 

It has produced an average tax 
charge of $332 a year for the 
operation of an average truck 
when the vehicle is 
owned and operated—the farmer's 
truck, the grocer’s, the dairy- 
man’s and the like. 
happens to have solid tires, as 


few of them do these days, the} 
the | 


average rate of tax for 
country as a whole is $343. 

If the vehicle is in the for 
hire class, a contract or common 
carrier, the tax penalty is still 
higher. The average annual rate 
for common carrier trucks, the 
most heavily burdened type, is 
$521 if it has pneumatic tires, 
$50 more if it rolls on solid rub- 
ber. The contract carrier vehicle 
average rates for the two types 
of tires are, respectively, $389 
and $414. 


$1,272 Tax in North Carolina 


If this constitutes a raw deal 
for the truck, it is nothing as 
compared with the one evident 
in the different rates of assess- 
ment between the various States. 
Connecticut, for example, assesses 
a charge of $236 upon the typical 
common carrier truck using its 
highway system, and Arkansas 
has a rate of $1,171 for the same 
vehicle. In New York, the truck 
pays $156; in California, 
North Carolina sets the record 
for the country with a charge of 
$1,272. 

The forty-eight States and the 
District of Columbia have almost 
as many different conceptions of 
what constitutes a fair method of 
taxing commercial motor vehicles. 
In contrast with the constraint 
shown by some States in devising 
their truck tax formulas, 
throw in everything but 
kitchen sink. 


Into the composite formula for 
taxing trucks are written the fol- 
lowing factors, as many as five 
of them in a single State: 

Type of tires, tons capacity, 


privately | 


If this truck | 


$900. | 


others | 
the 


it has gone 


|gross weight, net weight, flat 
rate, pounds capacity, horse- 
power, ton miles, chassis weight, 
mileage, gross receipts, value, 
number of wheels, factory price. 

One State, in taxing common 


| type of tires, wheels, flat rate, 
|gross weight, and ton miles. 


They Get Their Truck 

These devices for “getting the 
truck” are too numerous for any 
chance of its escape with a rea- 
sonable share of the total high- 
| way tax burden. They do not, 
however, constitute the only 
means by which the States man- 
age to “get” it. 


rate of consumption but because 
the annual mileage of the aver- 


|that of the average passenger 
car. In addition to gasoline taxes, 
there are personal property taxes 
to be paid, corporation taxes, 
municipal registration and gaso- 
line tax fees, Federal excise and 
State sales levies. 

The motor truck is a powerful 
vehicle. It carries big loads 
easily, but not loads so large as 
those that have been placed upon 
it in recent years in the form of 
new and higher taxes. 


Gee Named Dodge 
Cincinnati Manager 


Cincinnati, July 27.—Paul Gee 
has been named regional man- 
ager for the Dodge Brothers 
Corp. here. He was with Dodge 
in Canada for several years and 
came here from Cleveland. 


Wages Increased 


Charleston, W. Va., July 28. 
An increase of ten per cent in the 
wages of employes of the Libbey- 
Owens-Ford Glass Co. at Kanawha 
City, affecting 1,071 employes, be- 
came effective July 16. 





carrier trucks, bases its rates on| 


Gasoline tax payments by com-| 
mercial vehicles are tremendous | 
not only because of their greater | 


age is approximately four times | 


Plan Used Car Bureau 


Atlanta, Ga., July 27 (UTPS). 
Formation of a used car rating 
bureau is being seriously con- 
sidered by Atlanta automobile 
dealers as part of their program 
under the “new deal” promised 
by the National Industrial Re- 
covery Act. It is believed that 
this offers the best solution of the 
“multiple dealer” problem and 
that the standardization of used 
car prices on all makes and mod- 
els will be fair to every dealer, 
while at the same time prevent- 
ing the cut-throat prices that 
have in the past destroyed profits 
for local used car dealers. 


Curb on “‘Leader”’ 

Advertising Urged 
New Haven, Conn., July 27. 
An ordinance designed to curb 
the use of “leader” or “bait” ad- 
| vertising by retailers, similar to 
one adopted last Spring in Wa- 
terbury, Conn., has been intro- 
duced in the Board of Alderman 
here. The ordinance would re- 
quire that advertisers stipulate 
|the quantity of merchandise of- 
fered at the advertised price, un- 
jless the quantity available 
amounted to more than $25 in 
value. Cut-rate retailers of auto- 
motive accessories would be af- 
fected. 





Trade Associations 
Accept Code Rules 

Philadelphia, July 28.—Phila- 
delphia trade organizations have 
been busy preparing for meet- 
ings of groups to discuss plans 
to comply with the blanket code 
in the industrial recovery plan, 
before August 1. 

The Philadelphia Automobile 
Trade Assn., which has 130 mem- 
bers consisting of automobile dis- 
tributors, factory branches, retail 
dealers, and jobbers and dealers 
in shop equipment, has announced 





code. 


Connor Appoints Two 

Hartford, Conn., July 27.—Col- 
onel Michael A. Connor, commis- 
sioner of motor vehicles for Con- 
necticut, has announced oppoint- 
ment of Joseph D. Flynn, former 
professor of mathematics at 
Trinity College, as general man- 
ager of the motor vehicle depart- 
ment, and of Walter J. Hartnett, 
assistant city clerk of Bridgeport, 
as special assistant to the com- 
missioner, 





its intentions of abiding by the) 


Cineinnati Chevrolet 


|Dealers Boost Sales Force 
| Cincinnati, July 28.—Chevrolet 
|dealers in this section have 
| agreed to raise wages or commis- 
sion so that retail salesmen will 
receive twenty per cent more in- 
|eome. D. C. Corbin, city sales 
|manager of the Chevrolet Motor 
Car Co., brought the dealers to- 
gether for the agreement. There 
are thirty-three dealers commit- 
ted to this plan, and some 450 
salesmen will have better in- 
comes. New and used car sales- 
men come under the plan. 


Prince Louis Ferdinand 
Back to Join Ford 


New York, July 28.— Prince 
Louis Ferdinand second son of 
| the former German Crown Prince 
|is again in the United States pre- 
| paring to resume his job.in the 
| sales department of Ford Motor 
|Co. He arrived in New York, 
|Friday, on the Europa, his name 
|appearing on the passenger list 
as “Dr. Louis Ferdinand.” 


Taft-Pierce Elects 

Woonsocket, R. I., July 27.— 
| Frederick S. Blackall, Jr., was 
;elected president and treasurer 
|of the Taft-Pierce Manufacturing 
Co., manufacturers of precision 
|tools and special machinery. Mr. 
Blackall, who will continue as 
|general manager succeeds the 
late Gordon Gordon, of New York. 
| Other officers newly elected were 
John W. Wheeler, Jr., of Bridge- 
port, vice-president, and William 
A. Gordon III, of Pittsburgh, 
secretary. 


Mass. Business 
Continues Gain 


Boston, Mass., July 27.—The ef- 
fect of the business pick-up in 
Massachusetts was reflected last 
month with an increase of 7% 
per cent in the number of people 
employed and a jump of 11.3 per 
cent in the total amount of week- 
ly payrolls, as compared with 
May. 

Well up on the state records of 
increases were Holyoke and 
Springfield. Holyoke had a six- 
| teen per cent increase in employ- 
ment and a 25.2 per cent increase 
in payrolls, due largely to the 
pick-up in the textile industry. 
Springfield had a pick-up of 9.4 
per cent in employment and an 
advance of 13.2 per cent in the 
total payrolls. 


Edwin S. Smith, Commissioner 
of Labor and Industry, in giving 
the statistics said that it was un- 
usual to have an employment or 
payroll increase from May to 
June. For the eight previous 
years, the average May to June 
changes were a 2.4 per cent de- 
crease in employment and a 3.6 
per cent decrease in payrolls. In 
none of the years were there an 
increase from May to June. In- 
creases for June of this year, he 
said, resulted in a general im- 
provement in the business situa- 
tion throughout the state. He 
said that the improvement was 
general because of the fact that 
out of the thirty-seven industries 
tabulated there are more people 
employed in thirty-three of them 
and that in thirty-one there had 
been an increase in wages. 





Live Stock Truck Shipments 
To Markets Are Increasing 


| Detroit, Mich., July 28. 
rapid increase in the movement of 
|livestock to market by motor 
| truck is one of the many extra- 
|ordinary happenings in the realm 
of transportation today, accord- 
ing to H. J. Klingler, vice-presi- 
dent and general sales manager 
of the Chevrolet Motor Co. Up to 
July 1, of this year, according to 
figures compiled by Chevrolet in 
| thirteen markets, an increase of 
more than twelve per cent is 


noted in the first six months of | 


this year as compared with the 
| same months in 1932. The follow- 
1932 
1,514,967 
776,411 
6,934,985 
1,623,523 
23,041 


10,872,927 


1933 
| Cattle 1,980,723 
| Calves 846,525 
Hogs 7,769,359 
| Sheep 1,620,073 
| Horses 32,728 


| 
12,249,403 


| ing figures speak for themselves: | 


— The 


The increase in numbers in 
1033, Mr. Klingler pointed out, is 
| 1,376,476 over 1932. It would have 
| taken 215,000 freight car loads to 
| transport the more than twelve 
| million head of stock by rail. On 
|a tonnage basis, it is estimated 
| 2,000,000 tons of meat animals 

have been thus far transported to 
| market by motor truck, not only 
effecting a tremendous saving to 
farmers and consumers, but pro- 
viding a large saving in time to 
hundreds of thousands of farmers. 


Another interesting deduction 
|noted by Mr. Klingler is that 
| sixty-three per cent of the total 
hog receipts at these thirteen 
| markets came by truck; nearly 
| fifty per cent of the cattle and 
| fifty per cent of the total live- 
| stock receipts. 
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Will They Do It? 


peustic approval and public acceptance has built up in 
this country of ours the greatest transportation system 
the world has ever known—the transportation of people 
and goods by automotive vehicles. We would not have 
our transcontinental bus lines and our interlaced systems 
of intercity trucking unless the traveler and the shipper 
had found that these modern means of transportation 
performed a needed service better and more economically 
than any other existing type. 

Automotive transportation has enabled a complete 
change in merchandising practice. No longer does the 
retailer have to order, and carry in stock at a great ex- 
pense, stocks which clutter his shelves and store rooms 
for months in order to serve his trade. Today, even the 
dealer in agricultural implements does not carry a stock. 
His block-house is but four to six hours away. 

We wonder if the surpassing efficiency and economy of 
the automotive vehicle is not more responsible for the pro- 
nounced volume of legislative restrictions and excessive 
taxation with which this new industry has been hobbled 
during the recent years, then the smoke screen reasons 
of safety and damage to public highways? 

We wonder if the envy of the older forms of trans- 
portation is not responsible for a great share of this 


legislation; if, in their short sighted way, they are not| 


doing everything in their power to kill the very imple- 
ments which if rightly used by themselves would save 
their own properties from being taken over by the govern- 
ment for the good of the public, as they seem headed for 
now? 

And, too, we wonder just how long this great auto- 
motive industry, counting its properties in the hundreds 
of millions of dollars and its employes (who depend upon 
it for a livelihood) in the hundreds of thousands, is going 
to let misguided politicians and lobbying competitive in- 
terests football it around while only a handful of men 
representing a few wide-awake interests carry the burden 
of the fight that is a fight for all. It is time this small 
group should get the support of the entire industry. 


Codes Not Codeine 


” the medical profession there recently has been de- 
veloped a new non-habit-forming opiate which has been 
given the name “codeine.” This dosage, which can be ad- 
ministered either through the mouth or by hypodermic, 
has qualities for easing pain and producing sleep. Brows- 
ing around at dealer meetings recently we are led to the 
belief that too many dealers have confused the words 
“code” and “‘codeine”’. 

Entirely too many dealers, we fear, are given to the 
opinion that with the formulation and adoption of trade 
codes under the NIRA all dealers’ pains will be eased and 
that the dealer can then fall into a placid sleep from which 
he will awake fully recovered. This is an exceedingly 
dangerous belief to allow to become widespread. 

As we understand the codes, they are merely a set of 
body-building exercises to which the dealer body must 
apply itself vigorously if it hopes to obtain benefits. The 
code will not cure the used car troubles of the dealer, as 
many seem to think. 

The code will merely provide a means through which 
the dealers can end these evils. Don’t confuse the code 
with codeine. 


Free 


Air 


By Cliff Knoble 





DAVE doesn’t appear to relish 
Aimee’s back seat driving. 
* * oF 


IF THE Automotive Daily News 
wants a lot of publicity at little 
expense, it might offer a prize 
to any motorist producing a 
thumb-jerker who had brought 
the lunches or paid for a filling 
of gas. 

* * * 
Daffy Definitions 

DIFFERENTIAL — The result 
of subtracting what you pay for 
a used car from what you sell 
it. (Or vice-versa.) 

P.S. Usually vice-versa. 

* * * 

AFTER VAINLY trying to drive 
through the downtown district at 
slightly better than walking 
speed, we've concluded that the 
world’s best salesmen are those 
who represent the traffic signal 
manufacturers. 

oK OK * 





IT DOES BEAT all how meny 
motorists never learn even the | 


elementary courtesies. In a city | 
the size of Detroit, one might 
justifiably suppose that “hick” 


drivers would be few and far be- | 
tween. But there are plenty of | 
them. And despite the indigna- | 
tion it may arouse in the fair sex, | 
be it said that in certain offenses 
against driving ethics they main- 
tain a comfortable and unpopular 
lead. 
‘* 
FOR EXAMPLE, it appears 
that few women drivers are ever 
conscious of anything to the rear 
of a line passing through the 
back of the front seat. A shock- 


* * 


middle of the street and amble 
along at aé_ sedate fifteen or 
twenty miles an hour, supremely 
indifferent to the honkings of ex- 
asperated horns behind and ob- 
livious to the fact that drivers, 
in order to pass, must break the 
ordinance prohibiting driving out- 
} side the center line of the street, 
|or fracture the one forbidding 
passing on the right. If per- 
suaded to pull over, back to the 
middle they'll drive the instant 
the horn-honker has passed. And | 
often they consider it an un-| 
necessary affront to their driving 
ability, when a horn honks a de- 
mand that they pull over. 

A friend was recently driving 
down Jefferson Avenue, where he 
found himself behind a lady going 
sedately along in the middle of | 
the street at little better than | 
a jog trot. He honked. She paid 
no attention. He honked again. | 
No response. He honked like all- | 
git-out, determined to compel an 
ordinary courtesy. The object of 
| his repeated blasts finally dawned 
on the dear soul, and she drew 
aside. But as he passed, she 
turned her head and endeavored 
to literally transfix him with a 
look of blazing scorn and con- 
tempt—and as a result of taking | 
her eyes from the road ahead, 
smacked into a car which was 
innocently parked at the curb. 
Not much damage resulted, ex- 
cept to her dignity. So the friend 
drove on. And despite his sober 
exterior when telling of the inci- 
dent, I very much suspect the ma- 
licious so-and-so of a _ positively 
immoral satisfaction. 

ok 


of 





| It’s easy enough to be pleasant 

| When your last easy payment 
is made, 

| But the man worth while 


| still 


In This 





Dern near lost it altogether! 


) 
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The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Price-Fixing 
Your editorial, “Price Fixing,” 
| July 26 issue, is of keen interest. 


ing number will get out in the|It is probably not too much to 


say that every individual whose 
| work is related to marketing, dis- 
|tributing and merchandising is 
|seriously interested in the ques- 
[tion as to whether or not manu- 
|facturers may be permitted to 
maintain list prices. 

The language 
should be clarified. 
and price maintenance are two 
entirely separate and unrelated 
propositions. Price fixing, namely 
an agreement among competing 
manufacturers to sell identical 
products at a certain price, is 
economically unsound and 
socially wrong. Price mainten- 


Price fixing 


|tenance, namely an agreement be- 
j}tween an 


individual 
turer and his jobber and his 


dealer to maintain the manufac- | 


turer’s list price and the discount 
schedules, which we will assume 


are satisfactory to the jobber and | 


to the dealer, is the only avenue 
through which trade organiza- 
tions are going to be able to make 
any progress against the thou- 
sand and one unfair trade prac- 
tices which substantially increase 
the cost of distribution. It should 
be kept in mind that the indi- 
vidual manufaacturer’s prices are 
going to be established in relation 
to competition. 

During the past several weeks, 
I have talked with practically all 
of the automotive association sec- 
retaries, various members of their 
respective Code Committees, and 
with secretaries in other indus- 
tries. The opinion appears to be 
unanimous that little can be ac- 
complished in the fair trade prac- 
tice field unless there is legali- 
zation of price maintenance, not 
price fixing. Let competition and 
rivalry continue to have free play 
among manufacturers of 
same product in order that inven- 





|Is the one who can smile 
| With three of them 
unpaid, 

| 


due and 


* a” 


TAX GOUGING is not likely to 
prove such a pleasurable pastime 
if motorists ever discover a way | 
of setting an emergency brake on | 


* 


|a congressman. 





| methods, 
|the stimulus which has made our 
| production 


tion and improvement, both in 
product and in manufacturing 
may continue to have 


efficiency well-nigh 

perfect. 
Unfortunately, 

marvelous shop 


the benefits of 
efficiency are 


more than offset by costs and ex- | 
|penses that are piled on to the| 


on this subject | 


manufac- | 


the | 


product on its way from the ship- 

|ping platform to the consumer. 
I do not see how we are going to 
be able to take very much of a 
crack at these excessive distribu- 
tion costs unless the legislation 
of price maintenance is estab- 
lished as an approach to unfair 
trade practices. 

If, when writing your editorial, 
| you may have had only price fix- 
ing in mind, and not price main- 
tenance, as above defined, your 
second and third paragraphs are 
directly to the point. If, how- 
ever, you may also have had in 
mind price maintenance as above 
defined, it would be greatly appre- 
ciated if you would clarify the 
application of your second 
and third paragraphs to the 
price maintenance principle, 
particularly when you say, 
|“there is always a chance that 
| advantage gained in one way may 
be offset by a loss in a totally 
unexpected direction.” If the 
|authority to maintain prices may 
(Continued on Page 14) 
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edgewise” 


By the Publisher 





PLEASE DO NOT imagine that 
just because you are manufac- 


turers of, or dealers in motor 
vehicles that you alone are har- 
assed by the agencies of our 
Uncle Samuel these dog days of 
July, 1933. Even we have our 
troubles and because misery loves 
company, maybe you would like 
to hear of ours—if only to take 
your mind off your own! 
* * * 

IT MAY BE well to set the 
stage of the present drama for 
|some of you who are. not 
familiar with the post office re- 
| quirements for the privilege under 
|which periodicals are entered as 
|so-called “second class matter”— 
|a brazen effrontery to every pom- 
| pous publisher and_ effulgent 
editor which he must swallow if 
|he gets to first-base with the 
|third assistant postmaster gen- 
| eral! 

Second-class or periodical mail 
(Continued on Page 8) 








Spark 


(Continued from Page 1) 
the Book. 


ing well-set-up man, who begins 
arranging papers and _ water 
glasses. Looks like an attendant, 
maybe, with no one paying any 
attention to him. Then a whack 
of the gavel and 600 come to at- 
tention. A dramatic situation. 
* * 


“MY NAME is C. S. Davis and 
I have been asked to open this 
meeting,” the quiet voice began. 
And it continued in the same 
chord as it called to the platform 
Bendix, McCord, Minniger and 
others who had sponsored the 
movement that was to give us 
APEM. 

From then on we saw real| 
leadership. Admittedly a tough | 
job, this of getting started, but 
Davis always kept a firm hand | 
on the wheel. 
ruled that meeting without a 
hitch, a parliamentarian every 
inch of him. He ruled on every 
possible controversial question 
with decisions that left no room 
for possible doubt. His firm hold 
on the reins brought about a har- 
mony that satisfied everyone. 
The proof of the pudding, they 
say, is the eating of it, which 
clearly explains why there was 
but one man considered for the 
presidency, this same Davis. 

+ * * 


AND WHO is this new Rich- 
mond in the field? My “Who's 
Who” shows that he broke into 
the industry as_ secretary-trea- 
surer of Warner Gear at Muncie, 
Ind., where his executive ability 
was so thoroughly demonstrated 
that when Borg-Warner came | 
into being he was selected as its| 
president. I don’t have to tell 
you anything about Borg-Warner 
—the success of that big corpora- 
tion proves that when Davis was | 
picked to head it no mistake | 
was made. 

Outside of business, 
is his hobby. He is the owner of 
Melabar, which was an impor- 
tant contender in that great clas- | 


sic, the Mackinac race, the 1933) 


renewal of which was recently | 


contested. 
oa ~ . 


IT WAS AT the APEM meet- 
ing that I got a real slant on 
the caliber of the men at Wash- 
ington who are back of NIRA. 
It came from C. C. Carleton, of 
Motor Wheel, who has _ been 
picked as executive vice-president 
of the new organization. Carleton 
is a man who has been drafted 
as a worker in this new cause and 
who put in many a long hour with 
the preliminary committee on the 
code, which sent him to Wash- 
ington frequently. So his reaction 
as to the powers that be in the 
national capitol is interesting. 

Carleton told the meeting: 
“Gentlemen, you will be dealing 
with some real business men at 
Washington, men who know what 
the Recovery Act is all about and 
who can carry out the President’s 
wishes from a business angle, 
somewhat different from the con- 
ditions that existed during the 
war period. Your code has been 
perfected with a view of getting 
the quick approval of these men.” | 

* + * 


IN BURCH GREENE, new ad-| 
vertising manager of the Chrys-| 
ler unit, J. W. Frazer’s dealers | 
will find someone who speaks | 
their language, for he is one who} 
had a finger in many automobile | 
pies since he came out of the| 
University of Vermont to take on 
a Chevrolet franchise. That was 
in 1921 and since that time he} 
has been learning his stuff as| 
dealer, distributor, branch man-| 
ager, used car manager, sales| 
promotion and the like and under | 
the flags of Durant, General Mo-| 
tors, Willys-Overland and Chrys- | 
ler. 

Greene is no stranger to the| 
Chrysler people, for before he be- | 
came sales promotion manager at | 
Oldsmobile in 1931 he put in three 
years at the same kind of work 
with Chrysler. Since B-O-P was 


Then there steps on| 
the platform a quiet, unassum- | 


yatching | 
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|the Oldsmobile retail store in 
Boston. Then came the recall to 
Detroit and he returns to Chrys- 
| ler well equipped for his new job. 


* * * 


JUST AS Cannonball Baker 
| went out as a crusader for Gra- 
ham-Paige in the cause of safety 
|in motoring, so Pete DePaolo, 
;one of the greatest race drivers 
|this country ever has produced, | 
|has accepted a similar commis- | 
sion for Reo. Pete’s already on| 
the job, visiting city, county and 
state officials on the Pacific | 
Coast. Of course, part of his new 
job is to call on Reo distributors 
in the interests of the self-shifter. 
And naturally this same _ self- 
| shifter has a direct bearing on 
| the talks he puts up in his safety 
campaign. 


Take Larger Quarters 


Cincinnati, O., July 27. 
Neidhard Motor Co., Buick- 
| Pontiac dealer, has moved into/| 
’ 

Smooth, suave, he | nore spacious quarters at 3418 | 
| Harrison avenue, the former loca- 


tion of the Cheviot Buick Co. 


Investigate 


The standard of 


|ahead of the June output, 


Mahoning County 
Sales Double July, ’32 


Youngstown, O., July 27.—Ma- 
honing county automobile dealers 
have sold 29 new passenger cars 
and twenty-two trucks, the first | 
half of July, compared with) 
ninety-eight in all of July, 1932. 

With two full weeks to be} 
recorded, sales this month may | 
equal the 333 of July two years 
ago. Automobile sales have been | 
climbing steadily since February, 
when eighty-seven cars were sold. 
The number increased to 115 in 
March and 163 in April. 


Gillette Rubber Busy 


Eau Claire, Wis., July 27.—With 
July production running well 
the 
Gillette Rubber Co. here has 
speeded up production until all 
the old employes and some ad- 
ditional ones have been taken 
back and 1,300 people are work- 
ing on 8 and 6-hour shifts cover- 
ing the full 24-hour cycle, six 





days a week. August schedule 
is reported to be well ahead. 


comparison 


for trucking performance 
with efficiency on 


conventional 
small trucks 


This is the 


exclusive and 


La eas 
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Dodge Delivery Records 


Climb Steadily Upwards 


Detroit, July 28.—Dodge deliv- 
ery statistics show not the slight- 
est inclination to interrupt their 
steady upward climb by a breath- 
ing spell, according to a statement 


today by A. vanDerZee, general | 


sales manager. On the contrary, 
figures detailing Dodge dealers’ 
activities for the week ending 
July 22, reveal that combined pas- 
senger car and truck deliveries 


|made by Dodge dealers passed 


passenger car and truck deliveries 


for the corresponding week of | 


1932 by an increase of 358.2%. 
During the week covered by the 
latest report, Dodge dealers de- 
livered 5,581 passenger cars and 
trucks, as against 4,926 units the 
week before. Deliveries of Dodge 
passenger cars alone amounted to 


2,717, as against 2,305 in the pre-| 


ceding week. Plymouth sales, 


made by Dodge dealers, rose to| 
| tire and battery dealers here. 


2,209, from 1,996 during the week 





ending July 15. The week’s sales 
of Dodge trucks totaled 655 units, 
compared to 625 in the preceding 
six-day period. 

Mr. vanDerZee reiterates his 
belief in a continuation of the 
present upward trend in the auto- 
mobile business. ‘While prosper- 
ity continues and increases,” he 
said, “automobile sales will con- 
tinue to increase too. A _ vast 
number of used-up cars that de- 
mand replacement, which added 
to new sales, will go a long way 
toward assuring dealers of an ac- 
tive and profitable Fall market.” 


To Mark Batteries 


Dallas, Tex., July 27.—Plans for 
notifying dealers that all rebuilt 
batteries must be so branded in 
clear letters by August 31 were 
made at a meeting of accessory 


The THORNTON Dual-Ratio 
Positive Four-Wheel Drive 


A Standard Unit for Standard Design Trucks 


It is available for his dealer organization now. 


The hauling public is fully awake to the effici- 
ency and utility of the six-wheel truck principle. 
Public approval of this means of applying truck 
power has been demonstrated by the sales volume 
and is constantly being felt by an ever increasing 
demand on truck dealers. 

The time has arrived when the builder of con 


ventional drive trucks 


must give serious thought 


to the necessity of providing a six-wheeler as a 
standard unit in his own line. 


ea) 
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The Thornton Tandem Drive 
is a happy and immediate solu- 


tion to this problem. The Thorn- 
ton Tandem can be incorporated 
in the design of any make of 
truck with no change necessary 
on the part of the truck builder. 


Ask for Copy of 
Bulletin No. 33 


By standardizing on the Thornton Tandem—a 
tried and proven unit—any truck manufacturer 
is immediately able to furnish six wheelers to that 
proportion of his trade which demands extra 


power and traction. 


The truck builder has no production problem— 
no parts service problem—no engineering prob- 


lem. 


That work has already been done. 


Every truck manufacturer should make certain 
that his engineering and sales departments are 
thoroughly awake to the increased sales possibil- 
ities through featuring the Thornton Dual-Ratio 


Positive Four-Wheel Drive in his truck line. 


Our 


sales engineers will be happy to serve your ex- 
ecutives at their convenience. 


Further details upon request. Every automotive merchant selling commercial vehicles 
should immediately get the THORNTON Plan of greater profits . . . Write today. 


THORNTON TANDEM COMPANY 


5124-70 Braden Street 


formed Greene has been running| 


DETROIT, 
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Truck Selling Offers Real Opportunity for Profit 
For the Wide Awake Dealers and Salesmen 


Careful Study of Market 
Is First Requirement 


All Truck Merchandising 


By E. M. LUBECK 

ELLING trucks is a distinct specialty these days. It is 
an opportunity not only for big sales commissions for 
the salesman who will apply and study all the selling fea- 
tures of the line he represents but an opportunity which’ 
may lead to even bigger jobs. In my truck sales experi- 
ence I have known of many men who, because of their 
knowledg’: of transportation, have stepped into positions 
in which they are handling big fleets of trucks, one in par- 
ticular who for the past seven or eight years has had| 
charge of the operations of a fleet of over 3,000 trucks and 


commands a big salary as a transportation expert. 
A motor truck is an investmentp— 





as a utility in any line of industry 
where goods or products must be 
transported. It becomes a part 
of the mechanical equipment of 
the owner of a business, permit- 
ting him to expedite production 
and delivery, eliminate waste of 
time in getting the goods or prod- 
uct to the consumer buyer and to 
enlarge the circle of his business 
activities. Consequently the first 
point a salesman must learn in 
selling trucks is that the same} 
tactics used in selling passenger 
or “pleasure” cars can not be 
used. 

The salesman must be able to 
show the prospective buyer the 
points of advantage from an in- 
vestment standpoint. He must 
have before him data and in- 





formation covering information 
on operating costs, depreciation 
and a host of other details. These 
must be at his fingers tips, so to 
speak, so as to combat any sales 
resistance on the part of the 
buyer. He must know the buyer's 
transportation problems from a 
physical and vocational stand- 
point. 


Meet Owner’s Problems 


I recall one big sale in which 
the buyer’s loading platform was 
an obstacle which many of the 
salesmen on the job failed to 
hurdle. Several years ago the 
Fair Store in Chicago was in the 
market for a big order for trucks. 
Every salesman in town was on 
the job. It was a $75,000 order 
and they worked like beavers but 
the man who got the order was 
the one who after studying the 
job had the truck manufacturer 
rearrange the body. He was able 
to point out that his truck was | 
the only one that had a platform 
which was even with the store’s 
loading dock. The fact that this 
truck facilitated loading, an im- 
portant item in a department 
store delivery, got the order. No| 
other salesman even thought of it. | 

Likewise the Peoples Gas Co. 
was in the market for four espe- 
cially equipped five-ton jobs. The | 
list was set at $7,500 per unit. 
Every salesman knew that it was 
a list price order. One of the| 
items in the special equipment 
was a pump to be used in getting 
water out of the pipe line settling 
basins. Every proposal submitted | 
but one called for a conventional | 
suction pump. The man who got 
the order had spent a week hunt- 
ing up special pumps. His bid 
covered a centrifugal pump cap- 
able of handling 250 gallons of 
water in shorter time than any 
other pump. He got the contract 
for all four trucks—and a hand- 
some bonus for landing a list 
price order. 


Get the Buyer’s Angle 
A truck is a truck, but it is the 
buyer’s angle that must be studied 
because every buyer feels that his 
problem is different from any 
other. For instance, concerns 
handling the large panes of glass 
for store fronts probably have the | 
most exacting needs. Some years | 











| knew that his purchase was being 


| equipment. 


| evidenced by the large numbers 
| of tremendous caravan loads seen 


ago one of the large plate glass | 
companies was in the market for | 
a fleet of what is known in the 
trade as glass “ambulances.” | 
Every truck concern in the coun- 
try had its men on the job. One} 
company got the business because 
the salesman presented a truck 
with a loading platform only a} 
few inches off the ground so as to | 
lower the center of gravity and to} 
make loading more convenient. 


Know the Trade Kinks 
True the others had lowered the 
frames in various ways but this 
salesman had once been a glass 
salesman. He knew something 


o— 


| : 
| salesmen whose factory line does 





the other salesmen never heard 
about which was that it was not 
alone the lowered chassis that was 
required but that there was cer- 
tain rules in the “Glass Handlers’ 
Association” which had to be met. 
He knew that when a pane of 
glass has to be set in, the truck 
crew had to be comprised of glass 
lifters, glass carriers, who by the 
way, will only carry the glass in a 
certain way and only at the level 
of their knees, and that the glass 
had to be set in by the “setters” 
and finally put in place by the 
“placers.” His knowledge of the 
operation and his provision for all 
the details left nothing for the 
buyer to worry about. The buyer 


made from someone who knew 
what it was all about. 

There are a thousand and one 
angles to the truck selling busi- 
ness. The salesman who takes 
time and studies them out is the 
one who gets the order. Coupled 
with this of course is the feature 
of economy of operation. There- 
fore the salesman should quickly 
learn the size and the capacity 
best suited to the user’s needs. 
If the buyer’s business shows an 
average of only two tons at a 
haul it is ridiculous to talk about 
a five-ton job. Using a big truck 
on lighter hauls increases costs. 


Trailer Often Help 


Further study of the  user’s 
needs may show the advantages 
of a truck tractor and trailer 
In many operations 
this type of equipment is superior 
to any other. ‘Trailers may be 
loaded and ready for hauling 
away at convenient times thereby 
saving time. Trailers may also be 
hooked together and used as a 
train on the same basis that a 
truck tractor, like a steam loco- 
motive, can drag behind it more 
than it can carry on its back. 
This type of hauling is becoming 
more and more understood and 
carried into effect every day as is 





in cross country hauling. But 
they would not have come into 
being had not an enterprising 
truck salesman started the idea 
in St. Louis a few years ago. 


Multiple Wheel Units 
Nor should the truck salesman 





overlook the sales possibilities of 
the 


six wheelers. Even those 


| selling features of this more 


six - wheel 
the 


not include standard 
designs should not overlook 


less new principle of drive. There 
are many conditions of load and 
road that have influenced the well 
informed buyer to be interested 
in this type of truck. Salesmen 
whose line does not now include 
six wheelers can obtain this drive 
from many sources and offer it 
with the truck they sell when 
they find the buyer who de- 
mands it. 


Factories Help 

To facilitate truck selling, par- 
ticularly the larger units, manu- 
facturers have spent small for- 
tunes compiling data for sales- 
men’s use. These details enable 
the salesmen to place before the 
buyers much information gath- 
ered here and there for every 
conceivable line of business and 
industry. Ten years ago the 
Diamond T organization brought 
out a booklet on the reasons why 
the Diamond T was better than 
any other line of trucks. Includ- 
ed in the booklet were operating 
costs for every size and just why 
the Diamond T was better in 100 
different businesses. Today Gen- 
eral Motors Truck, International, 
Reo, Federal, Stewart, Mack and 
all makers of the heavier lines 
and the makers of lighter ones as 
well have booklets, pamphlets and 
literature by the ton, full of in- 
structive selling arguments and 
information to be used in selling 
in any particular line. The sales- 
man who takes it upon himself to 
build up a home study course can 
digest this data and make himself 
an expert. The salesman who 
looks at the wealth of material as 
a matter of fact will still be a 
matter of fact man. The man 
who starts in selling trucks can 
use this material without making 
mistakes. He won’t have to guess 
and find some other man getting 
the order. 


Opportunity Knocks in Vain 
There is another phase of truck 
selling which seems to be over- 


looked and for the purpose of 
illustration names will be fictiti- 


ous, both as to truck and the 
dealer. John Jones is a car 
dealer in Chicago. He has sold 


cars for twenty years and has a 
passenger clientele that he deals 
with practically every year. The 
car he sells is a higher priced car 
than the average. These A. B. C. 
cars have been sold to business 
men, heads of industry, and 
manufacturing concerns. He 
knows Smith, Brown, Anderson 
and Johnson, business heads, inti- 
mately. He plays golf with them 
occasionally or meets them now 
and then in the locker room at 
the golf course or in the restaur- 
ant at the town club. But so far 
I have failed to find where Jones 
has ever talked truck with them 
Jones has an entre to the offices 
of these men any time. They are 
always glad to see him, whether 
he is making it his business to 
talk new passenger cars or just 
for a casual visit. 


Talk to Jones about selling 
trucks? Well, he just isn’t inter- 
ested. Why? Well, just because 


he has a dread of the possibilities 
of loading himself up with a lot 
of used trucks. That is a fairly 
good excuse but it shows that 
Jones hasn’t been doing just the 
right sort of thinking, if any. 
Jones should realize that the big 
business men handle their truck 
equipment just as they do the 
rest of the mechanical devices 
around the plant, equipment 
which is depreciated annually and 
that the old truck after five years 
of service, no longer an advertise- 
ment for the company and now 
becoming a matter of expense for 
repairs actually stands the Smith 
Company nothing on the books. 
It may be even valued at no more 
or less than $1.00 but against the 
old piece of equipment they are 


or | 








ACH month sees a new crop 

of truck buyers ready to 
listen to the truck salesman who 
has made a study of his job. 
Each month certain industries 
and businesses because of the sea- 
sonal nature of their operations 
find that particular month the most 


their transportation vehicles and 
equipment. 


Salesmen who have made a study 
of the selling of commercial cars 
know this and work intensively 


their particular buying period ap- 
proaches. They not only make 
contact with these buyers and 
make sure the buyer knows the 


handles but they study the need 
of the buyer and suggest the type 
of body and size of unit that will 
best fit the buyers transportation 
needs. 

August presents a 
varied list of vocations 


large and 
which 


starting to make charges which 
on a fleet will amount to a con- 
siderable sum. Jones has a better 
chance to sell Smith than anyone 
else. He should have no dread of 
taking in these old trucks because 
he can at least sell them for the 
value in weight of scrap material. 


Fear of Chiselers 


Jones has still another dread 
and that is the smaller user who 
adopts trading and chiseling tac- 
tics. Why waste time with the 
chiselers? It is the same thing 
as the car salesman who circles 
around here and there calling on 
people who when finally smoked 
out can’t even buy a cheap used 
ear. If Jones who deals with the 
“boys” who do big business he 
won’t have to worry much about 
truck sales. 


The possibilities of truck sales 
are not limited to the big centers. 
The average dealer in the average 
smaller town has the same oppor- 
tunity. He has been selling cars 
to his farmer friends for years. 
They must have means of trans- 
porting their farm products to 
the city or the nearest depot. 
Having sold Hiram Corntassel a 
car should open the way for Sam 
Jones to sell Hiram a new truck 
because the old one has not only 


Eliminate poor se 
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Name 


timely for the rehabilitation of | 


on the vocations of the month as | 


selling points of the vehicle he | 


replacements 


August truek buyers 





|normally buy in that month. 
They include: automotive acces- 
sory manufacturers, department 
stores, retail merchants, farming, 
chemical manufacturers, food and 
cereal products, coal and fuel, 
furniture dealers, machinery man- 
| ufacturers, meat dealers, printers, 
schools and churches, and textiles 
and furs. 


Some of the points for the sales- 
|/man to watch in making body 
suggestions to this group are: 
watch the trend in all retail store 
deliveries toward de luxe panels. 
| Retail men realize that style in 
delivery equipment is almost as 
essential as loading space. The 
housewife appreciates buying 
from the firm which appreciates 
her business to the extent that 
the delivery wagon which brings 
her purchases is expressive of 
the quality and integrity of the 
house from which she buys. To 
have her neighbors see a beauti- 





(Continued on Page 8) 


had its share of abuse but hay 
wire will not always keep it to- 
gether. There are plenty of 
Hirams this year whose trucks 
are limping over the roads day 
after day losing time in delays for 
repairs on the roadside, often 
missing the top market price for 
the products. A new truck, a 
truck suited to Hiram’s needs, 
carefully studied out by Jones will 
mean some of those added profits 
everyone in the industry is talk- 
ing about. 


Commercial 

Automotive dealers should 
awaken to the money making pos- 
sibilities of their commercial car 
departments and utilize the same 
energy and thought in promoting 
their commercial car sales as they 
do their new car, used car and 
service departments. Admitted 
that it takes a different type of 
salesman to merchandise trans- 
portation than it does to sell cars, 
the same thing holds true in the 
service department and no dealer 
would admit that his service de- 
partment would pay a profit un- 
der the direction of a manager 
who did not understand me- 
chanics. Factories are more than 
willing to help the dealer educate 
his truck man to talk the lan- 
guage of the buyer. 


rvice and frequent 
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) Battery Filler 


Motorists prefer the service 
station that offers quick, clean, 
battery filling. 


“‘Break-Not” is molded of red 
Vulca-Sote (flint hard, yet resili- 
ent), Withstands hardest usage. 
Has water level gauge and long 
filler hose that makes it easy to 
reach the most inaccessible bat- 
tery. Large top opening holds 
hydrometer safe from breakage. 

Write for prices and complete 
information, 


E. EDELMANN & co. § 


2340 Logan Boulevard, Chicago, Illinois 
Please send complete information and 
prices on the “Break-Not”’ Battery Filler. 





Industry Adopts 
35-Hour Week 


(Continued from Page 1) 
any man either does or does not 


belong to any particular labor or | 


other union. Employers must not 


use any indirection or device to| 


evade these provisions. The law 
will be executed exactly as it is 
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written and the current misrep- | 


resentations that a man must 
join either a company union or a 
particular labor union in order to 
get the benefits of the law are 
entirely without warrant in fact.” 


While here he was in confer- 
ence with directors of the Na- 
tional Automobile Chamber of 
Commerce, who held a _ session 
this morning. Following that, 
President Alvan Macauley said 
that details of the N.A.C.C. code 
will not be given out until the 
code is formally presented to the 
administration at Washington. It 
is thought that this ceremony will 
take place early next week. 


Prior to ‘all this, N.A.C.C. di- 
rectors had held a meeting on 
Tuesday at which the report of 
the special committee, headed by 
Donaldson Brown, to draft the 
code, was heard. In turn, the 
directors passed on the report 
and on the following day pre- 
sented it at a general meeting of 
the members of the Chamber. A 
Ford representative sat in the 
first day but the Dearborn com- 
pany was not represented at 
Wednesday’s session. 

Outside of announcing that 
“factory workers employed in 
plants of members of the Na- 
tional Automobile Chamber of 
Commerce would receive an in- 
crease of pay on or about Aug. 1 
under the terms of a resolution 
recommending such action,” the 
N.A.C.C. had nothing to say as to 
what took place at the meeting. 

President Macauley, comment- 
ing on the proposed wage in- 
creases after the meeting, said: 

“The action of the members of 
the National Automobile Chamber 
of Commerce in recommending 
increases to wage workers was 
taken today as an earnest and 
sincere desire to co-operate in 
every way with the President and 
his administration in bringing 
about re-employment and estab- 
lishing purchasing power. 

“Throughout all the years of 
their activity, the leaders of the 
automotive industry have been 
advocates of the highest wages 
consistent with such economics.” 

No sooner had the N.A.C.C. an- 
nounced the proposed wage in- 


crease than the individual mem- | 
bers of the chamber started to 
make good. At this writing, prac- | 


tically all of the companies in 
this area had 
that wage increases 
made at once. 


Gasoline Price Reduced 

Chicago, July 28.— Standard 
Oil Co. of Indiana have an- 
nounced 
cent a gallon in the retail price 
of Ethyl gasoline, following the 
introduction of their new anti- 
knock gasoline at regular grade 
price. 


Test New Type Bus 


Chicago, July 28.—The Chicago 
Motor Coach Co. is testing a new 
type of double decked bus, with 
the engine in the rear. The coach, 
built by the Yellow Coach Mfg. 
Co., has a capacity of seventy- 
two passengers and was designed 
to allow more clearance in pass- 
ing under railroad viaducts. 


Award Brake Contracts 


New York, July 27.—Contracts 
have been awarded to the New 
York Air Brake Co., of Water- 
town, N. Y., for the equipping 
with air brakes of the first 
stream-lined, motor-driven pas- 
senger train in the United States. 
The train will be operated by the 
Union Pacific Railroad. Work on 
the equipment will furnish full 
time employment for 350 men for 
three months. 


issued statements | 
would be 


a reduction of one-half |” 





C. D. Seiler, Dodge 
dealer in Cincinnati, 
Ohio, says: ‘‘The 
Dodge - Plymouth 
franchise represents 
a new deal for the 
dealer. It is cer- 
tainly the best bet in 
the industry.” 





Dodge Sales Double 
Right Across America 


“BEST BET IN THE INDUSTRY” SAYS OHIO DEALER. 


FRANCHISE COVERS 987% OF TRUCK MARKET AS 


WELL AS 95% OF PASSENGER CAR MARKET 


Nothing beats success! If you want to win, 
pick a winner! No wonder there has been 
such a parade of smart dealers to Dodge— 
1,123 of them to be exact in a little more 
than six months! For, right across America, 
Dodge is winning in city after city. In town 
after town, Dodge dealers report that sales 
have doubled, tripled, quadrupled! 

Yet, after all, this preference for Dodge is 
not so surprising. There’s no mystery about 
it ... the answer is merchandise plus the 
right kind of factory cooperation. 


4-Square Opportunity 


With the Dodge and Plymouth line you have 
ninety-five per cent market coverage in pas- 
senger cars and ninety-eight per cent cov- 


rage in commercial cars and trucks. That 
puts a four-square foundation for tomorrow 
back of today’s brilliant record. 

The Dodge factory organization will literally 
“break its back” to help dealers—yet each 
dealer is in complete charge of his own busi- 
ness at all times. There is no better work- 
ing arrangement than this in the entire indus- 
try—this is proved by the fact that Dodge 
dealers now rank third in total sales. 


Simply write in confidence to Mr. A. vanDerZee, 
general sales manager, Dodge Brothers Corporation, 
Detroit, and complete details of the profit oppor- 
tunities with Dodge will be sent you at once. 


DODGE BROTHERS CORPORATION 
DETROIT, MICHIGAN 


Commercial Panel, $540, F.O.B. 


factory, Detroit. 
ment extra, 


PASSENGER CAR LINE 


Besides the big new Dodge Six sell- 
ing at $595, and up, with Patented 


Floating Power Engine Mountings 
and 115-inch wheelbase, the Dodge 
franchise gives you Plymouth and 
the Dodge Eight—a lineup to meet 
today’s conditions and tomorrow’s, 


too. 


Special equip- 


— ai a 


COMPLETE TRUCK LINE 
Commercial cars, $340 and up; 1%- 
ton trucks, $490 and up; 2-ton trucks, 
$795 and up. Heavy duty trucks 
up to 9-ton, pay-load capacity. All 
prices F.O.B. factory, Detroit. 








A.P.E.M. Meets App 
Membership Grows Rapidly 





(Continued from Page 1) 
necessary for the purpose of 
securing information required to 
effectuate the declared policies of 
the National Industrial Recovery | 
Act. 

The subject of minimum wages, | 
which was adopted after a long| 
discussion, is covered as follows: 

On and after the effective date 
of the code the minimum wage 
that shall be paid to any employe 
engaged in the processing of the 
products of the automotive parts 
and/or equipment manufacturing 
industry and in labor operations 
directly incident thereto shall be 
forty cents per hour, unless the} 
rate per hour for the same class 
of labor on July 15, 1929, was 
less than forty cents, in which 
case the rate per hour shall be 
not less than the rate per hour 
paid on July 15, 1929, and pro- 
vided also that in no event shall 
the rate per hour be less than 
thirty cents per hour, and pro- 
vided further that casual and in- 
cidental labor and learners will 
be paid not less than eighty per 
cent of such minimum wage, but 
the total amount paid to such 
casual and incidental labor and 
learners shall not exceed in any 
calendar month five per cent of 
the total wages paid to all proces 
labor by such employer. 

On and after the effective date 
the minimum wage that shall be 
paid to all other employes, except | 
commission salespeople, shall be 
at the rate of $15 per week, pro- 
vided, however, that office boys 
or girls, learners and casual em-| 
ployes may be paid not less than | 
eighty per cent of such minimum | 
wage but the total amount paid 
to such office boys or girls, learn- | 
ers and casual employes shall not | 
exceed in any calendar month} 
five per cent of the total amount | 
paid to all employes covered by | 
the provisions of this paragraph. 

Not later than ninety (90) days 
after the effective date all mem- 
bers will report to the Federal | 
Administrator through the board 
of directors of the Automotive | 
Equipment Manufacturers the ac- | 
tion taken by all employes in 
adjusting the hourly wage rates 
for all employes receiving more 
than the minimum rates provided. | 

Mr. Carlton to- 
day announced 
the appointment 
of Col. E. M. 
Lubeck, the well 
known sales au- 
thority who will 
take charge of 
the organiza- 
tion’s internal 
affairs as well 
as handle its 
publicity. Mr. 
Carlton will con- 
tinue to devote 
a considerable part of his time 
to the work of steering the new 
group into proper channels so 
that it will be able to function as 
“an organization for the protec- 
tion of the manufacturer.” Col. 
Lubeck’s long experience and ac- 
quaintance in the trade should fit 
him well for his new post. 

Mr. Carlton left yesterday for | 








M. Lubeck 


E. 


Cleveland where he will address| worthy publication — had been | work at the Duplate factories. 


several organization closely allied 
with the A.P.E.M. 


August Truck 
Buyers | 
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fully painted enclosed delivery) 
in front of her house is a com- 
pliment which she appreciates. | 

Chemical manufacturers; be 
posted upon the new steel and 
aluminum tanks which are now 
provided for the ton and a half 
chassis which are suitable for 
handling dyestuffs and other cor- 
rosive liquids. 

Coal: don’t overlook the effici- 
ency and economy of the hy- 
draulic dump body particularly in 
those sections of the country 
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| percentage of editorial and ad- 


|at Washington. 


roval; 





| While the cost to the buyer of 
| such equipment is a little more, 


the saving in man and truck 
time can be easily shown. 

| Meat: refrigerated vans are 
practically standard with the 
wholesaler and progressive re- 
tailer. They can be had from 


the factories or from many good | 


body builders. Of course they 
are insulated to hold tempera- 
tures even in the hottest weather 
and can be cooled with dry ice, 
brine or mechanical refrigeration. 
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Furniture dealers and movers | 
are tending to get away from the 
cumbersome heavy units for their | 
light bulky loads and turning to | 
semi-trailers built low to the curb | 
and to stream line vans on the | 
157 inch chassis that offer ample | 
room for todays overstuffed pieces 
and bric a brac. More and more 
the private schools and day 
schools are following the example | 
set by the consolidated schools | 
in providing transportation facili- | 
ties for their students. In many 
cases the station wagon is a} 
happy solution for the smaller 
establishment. 
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is wrapped in bundles, delivered | 
| to the post office in bags and | 
weighed in bulk—the rate being | 
determined separately on the! 


vertising matter carried in the 
particular issue. To get this 
privilege, the publisher must ap- 
ply for and secure from Washing- | 
ton, a permit allowing the local | 
postmaster to accept the period- 
ical at special pound rates. A 
publication may be transferred | 
from one post office to another, 
but application for re-entry must 
be made and again passed upon 


* * * 


SO WHEN A.D.N. was moved | 


|of the idea? 





from New York to Detroit, ap- 
plication was made through the | 
local postmaster in the regular | 
way and he was also advised that | 
the subscription price was being | 
reduced to $6 per year and the) 
number of issues contemplated, 
reduced from five-per-week to 
two-per-week, all subscriptions 
being extended at this rate for 
the full amount still due. 

Then it was that Washington 
raised the question as to whether | 
it was misleading to carry the 
word DAILY in our mast-head. 

We were hardly caught un- 
awares by this question because 
we ourselves had discussed it 
pro and con early in our negotia- 
tions. Our own policy was set, 
however, by the precedent of 
United States Daily published by | 
David Lawrence in the very 
shadow of the national capitol, 


| which was continuing that title 


although the frequency of the| 
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|to shirk our task. 
| doubt true that “a rose by any 





H. J. C. Henderson, of Detroit, originator and secretary of the Fisher 
Body Craftsman’s Guild, which now has more than 750,000 members, 
looks over miniature reproductions of Napoleon’s famous coach 
which have been entered in the Guild’s 1933 contest. Judging of 
eastern regional entries is taking place this week in the Hall of 
Education wing of the American Museum of Natural History. State 


| winners will receive cash prizes and free trips to the Century of 


Progress at Chicago. Six final winners from U.S. and Canada will be 
given $5,000 scholarships. Left to right: H. J. C. Henderson; C. J. 


| Thomas, member of the New York City Board of Education; Ole V. 


Oleson, Fisher Body Corporation, and G. W. Goddard, National 
Council, Boy Scouts of America. 


In 


changed early in _ the present | 


year from _ six-days-a-week 7 
once-a-week. 
Quite recently, however, dial 


| title was changed to United States | 
| News and we are inclined to be- 
lieve that perhaps it is more 
| descriptive and that there is no 
reason why, if conditions should 
again warrant, the publication 
could not again be published every 
day without disturbing the title. | 


* * * 


SO TOO, we are beginning to 
be convinced that with the in-| 
creasing number of new _ sub- 
scribers being introduced to the | 
present twice-a-week service 
rendered by A.D.N. it might 
not be better for us to drop the} 
word “daily” from our own title 
and substitute the more authentic | 
word “trade.” What do you think 
These are days in 
which we are, each of us, in his 
own small way is expected to 
lighten the load of the men in 
Washington, so far be it from us| 
’Tis also no} 


to unequal air pressure. 


precaution is effected in the 
either tire. 


other name would smell as sweet!” 
—G.M:S. 


Duplate Glass Starts 


Plant Expansion 
Equalizers. 


Pittsburgh, July 28.— Antici- | 
pated increases in demand for} 
automotive safety glass have}; A. Schrader’s Son, Inc., Brooklyn, N.Y. 


prompted the Pittsburgh Plate 
Glass Co. to begin work on a new | 
$300,000 unit at its Duplate plant | 
at Creighton, near here, F. W. 
Judson, director of sales in charge | 
of safety glass, told a representa- 
tive of Automotive Daily News. 
Since the first increase in or- | 
ders for motor vehicle safety 
glass began last spring a total of | 
‘00 men have been recalled to 


of pneumatic valves since 1844, 
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BEARINGS 


AND THRUST 





Be sure it’s 





inflating both tires, evenly as one. 
pressure equalized, automatically, as long as this is desirable. 


Should one tire lose air, the other 
spare air of its own. Than a safety valve closes and retains a temp- 
orarily serviceable pressure in the good tire. 
case of a puncture or blow-out in 


sured with the Schrader Pressure Equalizer . 
servicing reduces the chance of air-pressure neglect by drivers or 
service men. One inflating stem--for both tires--easily accessible, 


They'll save their cost over and over. 


Weaver to Speak 


At S.A.E. Session 





New York, July 27.—Henry G. 
Weaver of General Motors Corp. 
will be the principal speaker at 
the dinner to be given by the 
Society of Automotive Engineers 
in Chicago, August 31, as the 
principal social function of the 
International Automotive Engin- 
eering Congress. The topic of his 
address will be “Tuning-in on the 
Consumer.” D. G. Ross will be 
master of ceremonies at the din- 
ner which will also be featured 
by the presentation of the Gug- 
genheim Medal to J. C. Hunsaker 
of the Goodyear-Zeppelin Corp. 

Three other changes have been 
made in the program for the 
technical sessions which is now 
in its final form. The transpor- 
tation Economics Session, of which 
J. F. Winchester is chairman, will 
be held Monday evening, August 
28; the Legislation and Regula- 
tion Session, with A. J. Scaife as 
chairman, will be held Tuesday 
evening, August 29, and the Fuel 
Economy Session will take place 
Wednesday morning, August 30, 
with T. C. Smith as chairman. 

Sessions of the Congress will 
take place at the Palmer House 
during the week of August 28 to 
September 4. All other sessions 


|remain unchanged from the pro- 
| gram shown in July 24 issue. 


Balanced 


ation 


for dual truck and bus tires 


SOLVED is the problem of preventing excessive dual-tire wear due 
The Schrader Pressure Equalizer enables 


It does more; it keeps the 


**feeds”’ it--as long as it can 


The 


same safety 


Higher operating efficiency, better road grip and braking con- 
ditions, greater driving safety, and greater tire mileage, are as- 


. while easier 


makes inflating and gauging as easy as turning on a water tap. 


Equip your bus, truck or trailer duals with Schrader Pressure 


Easily attached. 


Ask your regular source of supply for further details and prices. 


: Toronto, Canada--Makers 





Schrader 


. 8. Pat. Off. 


PRESSURE EQUALIZER 


For Dual Tires 


s a Schrader — Look for the name 
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Wholesalers Committee 


Approves Recovery Code 


(Continued from Page 1) 
National Administrative Commit- | 


traveling sales people and to ex- 
ecutives so long as they are serv- 
ing in an executive capacity. 

On the subject of prices the 
code provides that a sale below 
an “average fair and reasonable 
cost is to be termed unfair and in 
violation of this code,” and fur- 
ther provides for the development 
of a basic chart of standard ac- 
count headings to facilitate ar- 
rival at a fair cost price. While 
considering the code provisions on 
the matter of price, the Adminis- 
trative Committee passed a reso- 
lution recommending that the 
sales contract plan between 
manufacturers and wholesalers be 
considered by manufacturer prod- 
uct groups for incorporation in 
the codes of those groups as a 
move to eliminate price evils 
which have resulted in the de- 
struction of good will value as 
well as profit for both the manu- 
facturer and the wholesaler. 

Unfair trade practices covered 
by the code include misbrand- 
ing, misrepresentation, classifica- 
tion of wholesalers’ customers, 
discrimination between territories, 
discrimination in credit terms, 
discrimination in prices as re- 
gards_ split shipments, special 
close-out prices, consignments, 
commercial bribery, price stabili- 
zation, and coercion. 

The industry organization plan 
for the administration of the code 
is headed up by the National Ad- 
ministrative Committee com- 
prised of representatives of five 
automotive trade associations as 
follows: 

National Standard Parts Asso- 
ciation—H. N. Nigg, Piston Serv- 
ice Co., Detroit; R. A. Kiken, 
Motive Parts Co. of America, Inc., 
Chicago; L. H. Phelps, Phelps- 
Rooerts Corp., Washington, D. C.; 
and two others whose appoint- 
ments are yet to be confirmed. 

Motor and Equipment Whole- 
salers’ Association—S. B. Dean, 
Nicols, Dean and Gregg, St. Paul; 
G. H. Niekamp, Beck and Corbett, 
St. Louis; E. M. Lewis, Lewis 
Motor Mart Co., Dayton; Frank 
G. Stewart, Standard Automotive 
Supply Co., Washington, D. C.; 
E. T. Satchell Co., Allentown. 

Automotive Engine Rebuilders’ 
Association— John L. Heckman, 
Heckman Machine Works, Chi- 
cago; D. H. Goldman, K. and G. 
Auto Parts Co., Baltimore; R. G. 
Patterson, Piston Service Co. of 
Indiana, Indianapolis. 

National Automotive Parts As- 
Motor Parts Co., Pittsburgh; R. 
sociation—-W. W. Martin, Superior 
W. Boozer, Central Motor Parts 
Co., Indianapolis; E. S. Baldwin, 
The Automotive Parts Co., Co- 
lumbus. 

Automotive 
search Institute, Inc. 
Aubinger. 

Automotive Electric Associa- 
tion—Three representatives yet to 
be named. 

For the purpose of acting on 
matters which will require atten- 
tion during the periods between 
meetings of the National Admin- 
istrative Committee, this group 
has selected the following offcers 
who will comprise the executive 
committee: S. B. Dean, chair- 
man; R. W. Boozer, first vice- 
president; a second vice-chairman 
representative of the A.E.A. yet to 
be named; John L. Heckman, 
secretary; H. N. Nigg, treasurer. 

The details of the plan for the 
administration of the code are 
being developed by 2:': operations 
committee made up of the paid 
executives of the five participat- 
ing associations as follows: B. 
W. Ruark, chairman, M.E.W.A.; 
O. B. Gault, secretary, N.S.P.A.; 
R. G. Patterson, A.E.R.A.; Henry 
Lansdale, N.A.P.A.; Earl Turner, 
A.E.A. 

This committee is now develop- 
ing an administrative plan which 
contemplates the establishment 
of N.IR.A. groups of automotive 
wholesalers throughout the coun- 
try starting with local groups in 
city trading areas working 
through regional groups with the 


Wholesalers’ Re- 
Harry A. 


tee. Both local and_ regional 


| 
| 


groups will be established without | 


reference to existing group organ- 


izations of any association. 

The National Administrative 
Committee has established its 
temporary headquarters in the 
Statler Hotel, Detroit, from where 
copies of the code will be mailed 
to all members of participating 
associations within the next few 
days. Any wholesaler may obtain 
a copy of the code by addressing 
his request to the National Ad- 
ministrative Committee of the 
Whvulesale Automotive Industry, 
Statler Hotel. Detroit. 

All wholesalers will be advised 
of the part which they are to take 
in the new program just as quick- 
ly as approval of the code can be 
obtained in Washington and the 
tinal details of the administrative 


Wisconsin Dealers 


Cut Code Terms 

Oshkosh, Wis., July 27.—Out- 
standing clauses in the code of 
fair competition drafted by rep- 
resentatives of the automobile in- 


| dustry in ninety per cent of the 


| counties 


of Wisconsin, meeting 


| July 25 at the Hotel Raulf here, 


SOLD: N LENE 
ne Daan Roos Ce rasis © RACERS 
STEANER LOAD COOGE KUTOMEB TES 
& RIIHOR. Mx CORMICE & TS HOR 


Of special, timely interest among the numerous mass cargoes of | 


automobiles dispatched by Dodge Brothers Corp. is the all-water 


Detroit-New York shipment of Dodge cars which left Detroit this | 


week consigned to Bishop, McCormick & Bishop, Dodge dealers of 
Brooklyn, N. Y. This company specified the all-water route and 
chartered the steamer “Baracoa” to transport it to the Atlantic 
seaboard. The vessel is proceeding across Lake Erie into Lake 
Ontario, through the St. Lawrence and its great locks, past Montreal 


and Quebec, thence through the Gulf of St. Lawrence into the | 


Atlantic Ocean. 


Grant Returning | Tire Prices Get Boost 
Dayton, July 28.—Richard H.| 
eral Motors Corp., is scheduled to| vanced tire prices ten per cent, 


arrive in New York on August 1/ effective immediately. First line 
after spending a month recuper- | tubes have been raised ten per 


Dayton, July 28.—Dayton Rub-| 
Grant, vice-president of the Gen-| ber Manufacturing Co. has ad-| 


include the following: 

A promise of increased wages, 
five per cent or more, for labor, 
and reduction of working hours 
to forty a week. Decision to regu- 
late used car prices which can be 
considered fair to owners. Es- 
tablishment of set prices on new 
models. A regulation which is 
considered fair to both members 
of the industry and the public, 
fixing the price for servicing of 
cars. 

The conference agreed upon a 
wage scale of thirty cents an hour 
minimum for unskilled labor, a 
minimum of forty cents per hour 
for semi-skilled and a minimum 
of fifty cents an hour for skilled 
workers. The five per cent in- 
crease will also apply to clerical 
help, sales forces and anyone re- 


plan worked out. 





Boe. age has its irresistible forces meeting 
its immovable objects. 

From some tiny manger, a voice sweeps all before it. 
Only to crush itself against a ponderous Pilate. 

Yet history proves that Liberalism IS eventually 
irresistible; that Tradition is NOT immovable. 

Galileo was condemned to a horrible death for claim- 
ing that the earth circles around the sun. He won com- 
mutation to what amounted to life imprisonment by 
affirming on bended knee that his claim was false. 

(History has it that the great scientist promptly de- 
nied his denial—within the safety of his beard!) 

Yet, in spite of Galileo’s dissembling or the Inquisi- 
tion’s disembowelling, the earth does move. 


‘ae within this very enlightened age, the 
divinity of Man has been debated in a court of law in 
Tennessee. 

Omission of the word “Obey”, even now, makes the 
marriage service into news, 

Still faintly echo the gasps that greeted the first cigar- 
ette smoking women advertising models. 

Yet Man continues to descend; wives persist in their 
claims to the protection of the Nineteenth Amendment; 
tobacco shares sneer at steels and rails in reflection of 
fair-sex support. 


Aiivene safety, the greatest common denomi- 
nator of the masses, says, “Stick to Tradition.” 

But in this civilization, as in all that went before it, a 
smaller group reaches out for the eventualities of 
Liberalism. 

They are the youthful ones among us. Usually they 
are young in years. Always they are young in mind. 

They are the dwellers of the city. Sometimes their 
homes are far afield; but then, their spirits are within 
themselves centers of modernity, alertness and sophisti- 
cation, 

Every new scientific theory; every new invention; 
every new product must find the sympathetic bosom of 
the Liberal. It is he who will first accept it; he who will 
fight for it against destructive anarchy as well as static 
reactionary; he who will carry it on past Inquisition, 
Pilate and Dayton, Tennessee, to the day when it will 
become, itself, Tradition. 

In carrying the torch of Liberalism, the editors of 
Liberty have the joy of knowing that they are part of an 
irresistible force that is irresistible; rather than an im- 
movable object that is NOT immovable. 

Daring to print stories and articles that are part of 
Mankind’s newest thinking, they have gathered about 


ating at Baden Baden, Germany.| cent and seconds eight per cent. 





ceiving less than $35 a week. 


They Made Aven Ga LILEO Say 
That the Earth STANDS STILL! 


them a two million mass of sympathetic supporters— 
Liberals all. 

While the world at large continues to clutch to itself 
the well worn ideas of Tradition, Liberty’s Liberal group 
looks ahead into the future. 

While the hosts of Man command recantation, two 
million modern Galileos here clamor to listen to the new 
voice that finds expression here. 

Today, Liberty offers to new authors, to new illus- 
trators, to new crusades, a vehicle to the minds of two 
million moving spirits. And these spirits ave moving, for 
it is through their combined support that Novelty 
becomes Tradition. They are the leaders. They are the 
group from which all ideas must filter down to the rest. 
They, no less, are the market from whom discoverers in 
the solar systems of commerce must look for their first 
support. 

The advertising pages of Liberty, no less than the 
editorial pages, are the broad road down which new 
products may most easily move. 

The Liberal market is liberal in receptivity and liberal 
in spending. 

These, the Liberals of America, to whom Liberty is 
dedicated, may constitute the first phase in the trans- 
mutation of your product from a prophet’s dream to a 
profitable Tradition. 


Hon. ARTHUR R. ROBINSON 


U. Ss SENATOR FROM INDIANA 
Member, Committee on the Judiciary 


Senaror Rosinson writes to Liperty: 


ee 
| READ Liberty regularly, and do not 
believe I have missed a copy during 
the past year. 
“While I donot always agree with the 
editorials that appear, I read them just 
the same. They are clear cut, to the point and forthright. 
“The magazine runs along the same lines, I think that 
is one of the reasons I like to read it. Much is said in 
few words. 
“T think your magazine serves a very decided need in 
the American community.” 


J. AMBROSE DUNKEL, Pu.D., D.D. 


INDIANAPOLIS, INDIANA 


Pastor, Tabernacle Presbyterian Church, In- 
dianapolis. Member, National Council Pres- 
byterian Churches. Member, Board of Directors, 
Princeton Theological Seminary. 


Dr. DUNKEL WRITES TO Liperty: 


“< 
I FEEL that there is a big place for 
an aggressive, liberal and popular 
magazine in the journalistic world of America. 

“The things that have interested me in your magazine 
have been the straightforward way that you have dealt 
with the problems that you have felt called upon to 
handle.” 
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Motor Driv 


New York, July 27—Under 
plans submitted by Ford Motor 
Co. to the railroads of the country 
through the American Railway 
Assn., the company would limit 
its use of highways for deliveries 
of new cars and trucks to a radius 
of 200 miles of each of its as- 
sembly plants. These deliveries 
likewise would be made by drive- 
away trucks to insure delivery 
of new cars in good condition, 
thus holding to a minimum the 
actual driveaways by dealers 
from the plants. 

All other deliveries by the 
company would be made by rail- 
road, the purpose being to reduce 
to at least some extent traffic 
conditions on highways. In the 
East and the North Central States 
generally this would not mean 
much of an increase in railroad 
freight because many of the as- 
sembly plants are within 400 miles 
of each other but in other districts 








Motor Fuel In 
Greater Demand 


New York, July 27.— Demand 
for motor fuel in the last half of 
this year will be 2.9 per cent 
greater than in the same period | 
last year, according to estimates 
by the committee on refinery sta- 
tistics and economics of the| 
American Petroleum Institute. 
Inventories have been consistent- 
ly lower than those of last year. 
It states that stocks of gasoline 
on September 30 should not ex- 
ceed 44,700,000 barrels and on 


December 31 should not exceed 
46,500,000 barrels. 

The daily average requirement 
for domestic crude oil is estimated 
to be 2,362,000 barrels, of which | 
2,262,000 barrels is indicated i 

| 
| 


production and the remainder of 
100,000 barrels daily as a reduc- 
tion in crude oil inventories. The 
required daily average crude oil 
runs to stills is placed at 2,308,000 
barrels. 

“Crude oil required is consider- | 
ably below current production, | 
with the result that inventories | 
are currently increasing at an 
alarming rate,” the committee re- 
ports. “While the daily demand | 
for crude oil is estimated to aver- | 
age 2,362,000 barrels over the six | 
months’ period, it must be borne 
in mind that during the fourth 
quarter of the year requirements 
will be less. It is further pointed | 
out that crude oil production was | 
held in line with demand through- 
out 1932 and in the first quarter 
of 1933, but since then has in- 
creased to a quantity too great | 
for the industry to bear for any 
protracted period.” 


| 
| 
| 


U.S. Rubber Co. Working 
Under Approved Code | 
New York, July 27.—Following 
the radio appeal of President | 
Roosevelt for industrial co-opera- | 
tion on re-employment, President 
F. B. Davis, Jr., of United States 
Rubber Co., addressed the follow- 
ing wire to the White House: 

“The industrial groups of which 
our company is a part are act- 
ively at work on the preparation 
of codes for presentation to the 
National Recovery Administra- | 
tion or are already operating un- 
der approved codes. 

“Meanwhile I accept your re- 
employment agreement on behalf | 
of the United States Rubber Co., | 
and other associated companies, 
so that you may know that we} 
are in complete accord with the | 

| 


purposes of your program. This 
acceptance covers all of the com- 
pany’s more than 26,000 employes | 
in offices, factories and distribut- | 
ing branches.” 

The telegram lists the sixty-one | 
cities in which the company 
maintains offices, factories or 
branches. 


| Assn., 


| brake 
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Ford Motor Offer to Cut 


Radi 
y | 
where the plants are widely sepa- | 
rated the increase would loom | 
large. 


Executives of railroads serv- | 
ing the automotive manufacturing | 
areas have informally expressed | 
the belief that this contem- | 
plated action by Ford is a signi- | 
ficant recognition of their plea} 
for the limiting of highway trans- 
port in the interest of highway 
users and in fairness to the rail- 
roads. In their turn, railroads | 
are willing to adjust their rates 
to make profitable rail shipments 
of more than 200 miles. 


Besides radically restricting the 
driveaway system, the Ford Co. 


is also contemplating plans to} 
If Detroit is the center of the automotive industry, then its very heart is the Detroit Athletic Club, 
| which stood unchallenged as the meeting place of the motor men of the world since the Pontchartrain 
Today, directly across the front entrance of the D.A.C. you will find the illumin- 


place speed regulators on cars 
distributed by this method. Car- 
carrying vehicles used for other 
deliveries would be standardized 





to loading limits to be sent by the | 


Highway Users’ League. 


Linteau Heads 


bar was wrung out! 


rh 
«thio® we 
Poy Abow oe 


GEORGE M. SLOCUM 
etd 


CHRIS SINSABAUGH 


aa 


ated board shown above, maintained by Walker & Co., who painted it so realistically that there is a 


crowd in front of it most of the time catching up on the news. 


'B. O. P. Sales Co. to Meet 


Auto Committee) 


July 27.- Adelstan | 
managing director of 
Automobile Trade 


Montreal, 
Levesque, 
the Montreal 


of the election of members of the | 
automobile committee. They are 
as follows: 

J. O. Linteau, Legare Automo- 
bile & Supply Co., chairman; R. J. 
Bailey, Cadillac Motor Car Co.; 
G. N. Clermont, Clermont Motors; 
R. Genereux, Genereux Motor Co.; 
T. F. Just, Just Motors; P. O. 
Messier, Modern Motor Sales; H. 
C. Moreland, Moreland Motors; 
R. H. Pattison, Packard Motor 
Co.; R. B. Perrault, Cumming- 
Perrault; Arthur B. Silverman, 
Canadian Motor Distributors; C. 


D. Taylor, Chevrolet Motor Sales | 


Co. 

The automobile committee is 
responsible for looking after the 
interest in particular of author- 
ized automobile dealers who are 
members of the association, while 
the board of directors looks after 
the welfare of the industry in 
general. The board of directors, 
elected at the last annual meet- 
ing, comprises P. O. Messier, 
president; P. N. Mainguy, vice- 
president; L. P. Gravel, treasurer; 
Cc. S. Griffith, secretary; 


| Association, announced the result | 





R. #.| 


Pattision and T. R. Price, direc- | 


tors; Adelstan Levesque, manag- 
ing director. 


‘Long Island Dealers 


To Have Association 


New York, July 27.—Plans to 
form a new dealers association to 
take in all the Long Island ter- 
ritory are being advanced under 
the direction of Ralph Eberts, 


|manager of the Brooklyn Auto- | 
Formal | 


mobile Dealers’ Assn. 
launching of the movement took 
place at a meeting last week 
which drew an attendance of 
several hundred retailers from all 
parts of the island. 


| general 


In Chicago, Aug. 7, 8, 9 


Detroit, July 28. 
August 7, 8 
and 9, climaxing the organiza- 
tion’s “On to Chicago” contest, 
which covered the months of May 
and June. The convention was 
promised the organization if they 
secured the National Quota for 
May and June. “The results of 
the contest were beyond expecta- 
tions,” states Mr. W. A. Blees, 
general sales manager, as shown 
by the record of 153% per cent of 
quota. 

More than 500 guests, 
senting the eight sales regions 
into which the country is divided 
and the company’s thirty-eight 
zones and branch zones, will join 
with the district representatives 
at this meeting, which will in- 
clude officials from the home of- 
fice at Detroit and General 
motors executives from New York. 

The meeting will be evenly di- 
vided between work and play, 
with two days devoted to business 
meetings at the Palmer House 
and two days to sightseeing at 
A Century of Progress. Monday 
morning, the first business session 
will convene, with W. A. Blees in 
the chair. Addresses will be made 
by Courtney Johnson, assistant 
sales manager; W. 


vention in Chicago, 


| Hufstader, Buick sales manager; 


| Manager; 


The new association would be | 


Automobile Dealers’ 
Brooklyn and Long 


the 
of 


titled 


Island. 


Rusco Expansion 

St. Johns, Que., July 27.— All 
looms at the St. Johns plant of 
the Russell Manufacturing Com- 
pany, Ltd. makers of 
linings are being 


Rusco | 
re-ar- | 


ranged to permit the installation | 


of additional equipment, 
Gerrard, manager of the replace- 
ments department, stated today. 


Employment Head 
Philadelphia, July 28.— Bert 


y, A. 


Wilcox, 75 Spring St., New York | 


appointed chair- 


City, has been 
Committee, 


man, Employment 
Board of Governors Automotive 
Booster Clubs International. All 
matters pertaining to employment 
should be forwarded to Mr. Wil- 
cox. 


i 


R. M. W. Shaw, Oldsmobile sales 
and R. K. White, 
Pontiac sales manager. 

Other Monday talks will 
made by L. L. Johnson, M. J. 
O'Connor, A. H. Bartsch, and T. 
E. Chancellor 

Tuesday morning will be large- 
ly devoted to sales promotion 
plans and activities, with a talk 
by W. R. Huber. Mr. Blees will 
outline plans for the Fall selling 
season and the formal business 


Buick-Olds- | 
Pontiac Sales Co. will hold a con- | 


repre- | 


F. | 


be | 


programs will conclude with a 
luncheon at which Alfred P. 
Sloan, Jr., president of General 
Motors; R. H. Grant, vice-presi- 
dent of General Motors in charge 
of sales; I. J. Reuter, president of 
the Buick-Olds-Pontiac Sales Co., 
and W. S. Knudsen, vice-presi- 
dent of General Motors, will be 
the principal speakers. 

Tuesday afternoon will be de- 
voted to sightseeing at A Century 
of Progress, including an inspec- 
tion of the General Motors Build- 
ing, and the evening is available 
for further entertainment. 

Wednesday will be featured by 
a convention luncheon in the 
Pabst Pavilion on the Island at 


convention visitors. 

Thursday will 
tween special departmental meet- 
all attending leaving for home 
Thursday. 


Dymaxion 3-Wheeler 
Shown; 75 Ordered 


Bridgeport, Conn., July 27.— 
The new Dymaxion three-wheeled 
streamlined car, built by The 4D 
|Co., had its first public exhibition 
here, and was driven at seventy 
miles an hour on the old Locomo- 
| bile 
Fuller, co-designer. Mr. 
jand W. Starling Burgess, head 
of the company, believes the car 
|can attain a speed of 120 miles 
j ae hour. 

It was announced that seventy- 
| five orders for the new car had 
| been received, and that produc- 
| tion would begin as soon as pos- 





| sible. 


Good News for Chevrolet workers resulted from this meeting of 


left to right, W. S. Knudsen, Pres., C. E. Wetherald, M. E. Coyle | 


and H. J. Kliagler, at which salaries and wages were raised. 


A Century of Progress grounds, | 
the rest of the day and evening | 
being left at the disposal of the | 

} 
be divided be- | 


ings and the Century of Progress, | 


speedway by Buckminster | 
Fuller | 


| 
nd 


SERVICE 


By E. M. Lubeck 


7. THE MANY opportun- 
ities in sight for the truck 
salesman or the man who contem- 
plates taking up the job of selling 
trucks as outlined in one of the 
feature stories in today’s issue, 
the writer of this column wants 
to call the attention of the sales- 
man to the fact that he has at his 
beck and call a veritable library 
of information on the _ subject. 
|Every manufacturer has the in- 
formation which the salesman 
may need. He can get details of 
operation and costs of hauling in 
any line of work whether it is 
light delivery, heavy duty or bus. 
| And what is more interesting the 
manufacturers are not only glad 
to furnish this material in assist- 
|ing to make the sale but will 
|even place one of their expert 
men at his disposal. 

* 


I RAN ACROSS a list of the 
| subjects available the other day. 
| Over 114 subjects are listed with 
at least 460 sub-heads or divi- 
sions covering sales, service and 
equipment for shops. I _ don't 
know of any other line that is so 
complete. Among the pamphlets 
available are some _ given out 
gratis by the National Automo- 
bile Chamber of Commerce. The 
committee named by Manager Al 
Reeves has done a good job and 
one in particular is called “Con- 
tented Drivers—A Big Asset.” It 
describes a driver plan used by 
one of the big hauling concerns 
in New York City. Salesmen will 
do well to get this book as it may 
open up a new approach in sell- 
ing the big fleet operator. An- 
other one is called “Good Drivers 
Save Money.” It tells how the 
American Telephone and Tele- 
graph Company put in a plan 
which saved them a young for- 
|tune. It, too, is free for the 
| asking. 


* * 


* * 


THE NATIONAL Safety Coun- 
cil from its Chicago office has 
issued a very interesting booklet 
called “Safe Sales Truck Driv- 
ing.” It covers particularly the 
safest and best methods for driv- 
ing trucks which deliver gasoline 
and other petroleum products as 
well as the precaution to be 
taken in driving trucks-which are 
transporting other commodities 
which might have dangerous 
qualities. A study of this book- 
let might open the way for some 


* 





interesting sales points which op- 
erators of fleets may not have 
heard of. 
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Payrolls Increase 


In N. J. During June 
Trenton, N. J., July 27.—Further 
increases in factory employment 
and pay rolls in New Jersey dur- 
ing June have been reported by 
Col. Charles R. Blunt, state com- 
missioner of labor. 


Factory employment showed a 
further gain of 5.7 and payrolls 
8.1 per cent in June as compared 
with the previous month of May, 
while average weekly earnings 
increased 2.4 per cent, according 
to a report prepared by the State 
Department of Labor. 


Returns received from _ 679 
identical establishments in fifty- 
six of the principal manufactur- 
ing industries of the state, em- 
ploying during June an average 
of 162,825 workers with total 
weekly earnings of $3,436,580, 
show an increase of 8,729 in the 
number of persons employed, and 
$258,628 in total earnings for the 
payroll period ending on or near- 
est June 15, the report stated. 


PUBLICIZE 


Your Product and 
Your Organization 











If you are a manufacturer you are 


LATEST CUMULATIVE NEW PASSENGER CAR 


These comparative figures, showing the number of new automobiles registered in each state during the preced- 
ing month are published TWICE WEEKLY in Automotive Daily News. 






CHRYSLER GROUP 


Plymouth 





Illinois and New Jersey. 





FORD GROUP 


Cadillac 


Supplied by R. L. Polk & Co., except 


GENERAL MOTORS GROUP 









HUDSON GROUP 



































constantly developing NEWS— 
If this NEWS is not published— | 


You are losing money! 





It is our business to see that this 
NEWS as it concerns some of the | 
largest organizations in business | 


IS published 





Let us tell you how easy and how | 
valuable itis tokeepin the | 
public eye 


| 





SUTTON & SCHIPPER | 


Incorporated 
232 Madison Ave. 
NEW YORK, N.Y. 


7338 Woodward 
DETROIT, MICH. 





a a a a 
ECONOMICAL CRUISES 


A day...a week...or longer 


To the Chicago World’s Fair ...to 
Duluth... Buffalo (Niagara Falls) 


This summer save money. Spend | 
your vacation on palatial Great 
Lakes Transit liners. Visit the 
Chicago World’s Fair. See Du- 


luth. Enjoy sun-swept lounging | 





decks, meals fit for a king, spaci- | 


ous staterooms at greatly reduced | 


fares. Dancing and deck sports 


daily. A fine vacation for all the | Ohio 


family. Ask about our Chicago | Oregon 


All-Expense-Plan. 


as low at $4.25. 


Other cruises 


BUFFALO-DETROIT 


AND RETURN $ 
Meals and Berth 16 
BUFFALO % 
CHICAGO 


included 
and Including Meals and berth 


Day Return Correspondingly lowrates 
Coulee from other ports. (Railroad 


Tickets Honored). 
BUFFALO s 
DULUTH 
Day Return 


and icuding Meslsand Berth 
Cruise 


| 


Correspondingly low rates 
from other ports. 





Great Lakes Transit Corporation 


S.S. Octorara, S.S. Juniata, S.S. Tionesta sail- 
ing frequently between Buffalo, Cleveland, 
Detroit, Mackinac Island, Sault Ste. Marie, 
Houghton, Duluth, Chicago, Milwaukee. 
Automobiles Carried Between All Ports 


F ll information, apply any Tourist or 
Colina oe or J. F. Condon, P. T. M. 
120 Delaware Avenue, 

Buffalo, N.Y. 
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FIVE MONTHS complete U.S, 
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Illinois Code Limits Forcing, 
Discounts, and Used Car Bids 


(Continued from Page 1) 


present and Mr. Markle re-read it, 
stopping after each point for ac- 
tion or discussion. 

With the exception of that part 
pertaining to financing, action on 
which was deferred pending fur- 
ther discussion with the repre- 
sentatives of finance companies, 
each section of the code of the 
Chicago association was passed, 
either as presented or with slight 
revision as to wording. 


Pay Rates Set 


The dealers agreed first on the 
section pertaining to labor, where- 
in the forty-hour week is recom- 


mended, along with a scale of 
minimum wages and _ salaries 
considerably above the national 


average for all industries. A stand 
was taken against employing per- 
sons under sixteen years of age. 
Exceptions to the forty-hour week 
were made in the case of “key- 
men, foremen, certain types of 
skilled labor so that the practical 
requirements of the business may 
not be impeded.” 

A minimum wage scale of $18 a 
week was adopted for mechanics 
in towns or cities under 10,000 
population, $20 in the range of 
10,000 to 30,000 and $22 in those 
over 30,000. It was also stipu- 
lated that employes working on 
an “established flat-rate basis for 
repairs shall receive a minimum 
of one-third of the amount paid 
for labor by the customer, pro- 
vided that such employes receive 
not less than the minimum week- 
ly wage established by this code.” 


In This Corner 


(Continued from Page 4) 

be established, what would be the 
nature of the losses and the di- 
rections from which they might 
come? I would be quite con- 
cerned about the results of any 
general price fixing setup, but 
just at present, I fail to see any 
quicksand under price main- 
tenance. 


*” * * 


EARL TURNER, Mgr. 
Automotive Electric Assn. 
Cleveland, Ohio. 


The editorial to which Mr. 
Turner refers was intended to di- 
rect attention to “price fixing” as 
defined by Mr. Turner. On the 
other hand the question of “price 
maintenance” may have a kick- 
back in the following way: In 
a certain large city there is a cer- 
tain large store which advertises 
that it sells all its wares at six per 
cent below any other store in the 
same city. This store absolutely 
lives up to its promise. Unfortu- 
nately for many manufacturers 
the volume of this store is so 
great and its advertising so 
closely followed that it would be 
a distinct disadvantage to a 
manufacturer not to have his 
products on sale at this store. 
Yet if he allowed this store to 
carry his standard brands and 
price them six per cent below 
other dealers in the same city it 
would be a disadvantage to the 
other dealers working under an 
enforceable price maintenance 
contract. On the other hand, as 
before stated, it would be a dis- 
tinct disadvantage to the manu- 
facturer not to have his product 
handled by this certain store. It 
would seem that the only way for 
manufacturers to handle this sit- 
uation would be to agree among 
themselves not to sell to this 
store unless assured their prices 
would be maintained—this would 
require unanimous consent and 
might in itself develop into a 
form price fixing, which Mr. 
Turner agrees may have pitfalls. 
Automotive Daily News certainly 
approves of “price maintenance” 
as defined by Mr. Turner, and we 
are glad that our editorial on this 


subject has inspired his letter, 
which we feel does much to 
clarify the air. We, and Mr. 
Turner, we are sure, would be 


glad to hear from others on this 
question.—The Editor. 





In the section concerning whole- 
sale prices, it was stated: 


Price Control 


“It shall be an unfair trade 
practice, with respect to motor 
vehicles, for members of this 
group or sub-division to sell at 


other than regularly established 
prices and discounts in order to 
clear their stocks of models to be 
supplanted, except upon ten days’ 
notice of their intention to change 
models or styles. In the event 
of such ten-day notice there shall 
be given, if the condition of the 
stock requires, sixty days time 
before announcement or showing 
of the proposed new models in 
which to sell those models to be 
displaced or discontinued. 


“It shall be an unfair trade 
practice to make secret rebates or 








undue or discriminating allow- 
ances, premiums, bonuses or ex- 
tensions of credit by one produc- 
ing or selling group to another 
selling group except as provided 
in the regular terms and pro- 
cedures of that business, regular- 
ly established.” 


Wholesale Practice 


Elimination of unfairness in 
wholesale practices is stressed in 


no uncertain terms in_ such 
pungent paragraphs as: 
“It shall be an unfair trade 


practice to require distributors, 
dealers or subdealers to purchase 
models not desired as a condition 
to securing those models or goods 
necessary to fill orders or sales 
already in hand. 


“It shall be unfair trade prac- 
tice to ship products on consign- 
ment, either to bonafide custom- 
ers or for the purpose of ware- 
housing, under shipper’s own 
name in excess of the immediate 
and near future demands of the 
trade, as determined by past ex- 
perience in the territory into 
which products are shipped. 

“Tt shall be the policy under 
this code with respect to the 
allotment of territories and fran- 
chises for the seller not to so 
restrict purchasing dealers, or 
selling outlets, in their selling op- 
portunities to a point where the 
said sales outlets, because of the 
proximity of the competitors sell- 
ing the same products shall not 
have reasonable opportunity to 
make a fair operating profit. 
Franchises affected by this clause 
shall be based upon a proper sur- 
vey of the potentials of the terri- 
tory, after filing and establishing 
the fact with this trade asso- 
ciation. 

“It shall be an unfair trade 
practice under this code for mo- 
tor vehicles or other products of 
the industry to be handled by or 
through other than the natural 
channels or dealers, service or ac- 
cessory stations, regularly estab 
lished as sales outlets of this in- 
dustry. 

‘Tt shall 
practice to 


be an unfair trade 
liquidate excess or 
surplus stocks of vehicles or 
other products except through 
the regularly established chan- 
nels or sales outlets for those 
products. 

‘It shall be an unfair trade 
practice for any manufacturer, 
distributor, dealer or their repre- 
sentatives to sell or permit to be 
sold any motor vehicle for re-sale 
to be delivered in a territory al- 
ready enfranchised for that make 
of motor vehicle, except through 
the regularly enfranchised 
dealer.” , 


Fleet Discount Barred 

Other highlights in the code in- 
clude provision that “consumer 
buyers of automotive products 
shall not be discriminated 
against,” along with the elimina- 
tion of “sales to a class hereto- 
fore known as ‘national’ or ‘fleet 
buyers’, or to federal, state or po- 
litical subdivisions thereof, at 
other than retail consumer list 
prices.” 

Used Car Prices 
Prominence is given the used 
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TENS OF THOUSANDS 


HUNDREDS 


car with endorsement of the Blue! are of a character requiring con- 


Book figures, in the following: 


“Values of used vehicles shall 
be determined by using as a basis 
the average retail sales price as 
reported in the current issue of 
the Blue Book for that model and 
year. From that price there shall 
be deducted ten per cent for sell- 
ing and overhead expense, and an 
amount necessary to suitably re- 
condition the used vehicle for 
proper resale according to the 
standards established by this 
Trade Association. The amount 
for reconditioning shall be at 
least equal to five per cent on 
models one year old or less; ten 


per cent on models two years old; | 


fifteen per cent on models three 
years old; twenty per cent on 
models four years old or more.” 


Misleading Practices 


Among other practices decried 
are misleading or deceptive ad- 
vertising in any form; the award 
of premiums or prizes where the 
objective is price cutting; the 
“publication or dissemination of 
any false, malicious or untrue 
statements of or concerning the 
advertising, product, financial 
standing, business policies or 
methods of a competitor”; “free 
deals” as an inducement for 
branches, distributors, dealers or 
individuals to purchase vehicles 
or goods in excess of their eco- 
nomic sales requirements; selling 
through dealers, subdealers or 
other representatives who pass 
on their discounts to the con- 
sumer buyer. 


Stolen Cars 


Cognizance of the _ situation 
with regard to stolen cars, parts, 
accessories is also taken in the 
General Section, which proposes 
a cure in these words: 

‘Tt shall be an unfair trade 
practice for any member of the 
industry or for insurance com- 
panies or other indemnifying 
agencies which pay losses on 
stolen motor vehicles, parts, ac- 
cessories, or property damages 
resulting therefrom, to replace 
such parts or accessories re- 
moved therefrom, or such dam- 
aged property with stolen parts 
or accessories.” 


Operating Schedules 

Hours of operation for auto- 
motive establishments in Cook 
County call for closing on Sun- 
days and national holidays, and 
at 6 P. M. on Saturdays, except 
for “emergency situations or with 
those institutions whose services 








| Administrator 


| placed under license by him.” 


tinuous operations.” 

It is made clear that violations 
of criminal and penal laws within 
the state of Illinois, in addition to 
provisions of the code, shall be 
considered in the light of unfair 
trade practices. Heavy penalties 
for violation of the code, amount- 
ing to thirty-three and one-third 
per cent of the retail selling 
price” on each and any trans- 
action involved in each violation. 
This penalty shall be payable im- 
mediately, upon order of the Ad- 
visory Committee, to maintain 
good standing under the code. Re- 
fusal or neglect to pay penalty 
shall make it mandatory for the 
Committee to recommend to the 
of the National 
Industrial Recovery Act that such 
offending member shall not be} 


DeSoto Close 
To Year’s Peak 


Detroit, July 28.—Sales by De} 
Soto dealers for the week end- 
ing July 22 were 177 per cent 
greater than the same week last | 
year, reports L. G. Peed, general | 
sales manager of De Soto Motor 
Corp. 

Combined sales of De Soto and 
Plymouth cars by De Soto deal- 
ers for this period totaled 2,852 
units, 14.6 per cent over the pre- 
vious week. 

De Soto alone, with a twenty- 
four per cent increase over the 
previous week, came within four 
cars of beating the year’s all- 
time high for the company. 

Production at the new De Soto 
plant has been stepped up to ex- 
ceed 225 cars a day. The De 
Soto plant is now sold out into 
the second week in August, the 
largest bank of orders of the 
year being on hand. 





Gabriel Co. Reports 


Real Improvement 
Cleveland, July 28.— Gabriel 
Co. continues to show improve- 
ment and for the second quarter 
reported consolidated net profit 
of $20,423 compared with loss of 
$5,796, second quarter of last 





| June of that year, 





year. In first quarter this year 
there was a loss of $28,865 against 
loss of $43,465 in 1932 period. The 
half year then, shows a net loss 
of $8,441 contrasted with loss of 
$49,261 a year ago. This is after 
depreciation. 


June Output 
Highest Since 
May in 193] 


(Continued from Page 1) 


| May; the former increasing from 


184,644 to 211,448 units, the latter 
from 33,605 to 41,839. 

One goes all the way back to 
May, 1931, to find a month in 
which production exceeded the 
rate established in June of this 
year. At that time, the industry, 
still to start its rapid slide down- 
hill, turned out 317,163 cars and 
trucks in one month period. In 
production 
dropped off to 250,640 units. 

While production lines in fac- 
tories in the United States in- 
creased their pace during June, 
those in Canada registered a 
slight recession. Total produc- 
tion in the Dominion was 7,323 
units, which compares unfavor- 
ably with the 9,396 mark estab- 


| lished in May and is below the 


April figure of 8,255 units. The 
chief decline in Canadian pro- 
duction was that in respect to 
passenger cars. Truck produc- 
tion remained at substantially the 
same level. 


Dodge Dealers 


Discuss Plans 


Detroit, July 28.—Dodge dealers 
and salesmen will be called to 
order in a series of regional or- 
ganization meetings to be held 
under supervision of factory offic- 
ials on July 31, August 1 and Aug- 
ust 2, in eighteen key cities. 


W. M. Purves, assistant general 
sales manager, will address meet- 
ings at Detroit, Chicago and Min- 
neapolis. E. J. Poag, director of 
merchandising and advertising, 
will preside over Dodge dealer 
gatherings at ‘Boston, New York 
and Philadelphia; F. H. Akers, 
director of territorial develop- 
ment, will speak at Cincinnati, 
Pittsburgh and Washington; J. D. 
Burke, director of truck sales, is 
scheduled to convene meetings at 
Oklahoma City, Fort Worth and 
San Antonio; Russel Paige will 
conduct gatherings of Dodge 
dealers and retail salesmen at St. 
Louis, Kansas City and Denver; 
A. S. Heaton, assistant director of 
merchandising, is to hold forth in 
charge of meetings at Memphis, 
Atlanta and Jacksonville. 

Counterparts of these key-city 
meetings supervised by factory 
officials, will be held by regional 
managers and members of the 
field organization in forty-five ad- 
ditional cities. 


Gehan Sales 
Ahead of June 


Detroit, July 27.—Movement of 
Graham motor cars to the public 
is progressing at a rate well 
ahead of June and substantially 
better than in July, 1932, Robert 
C. Graham, executive vice-presi- 
dent of the Graham-Paige Mo- 
tors Corp., announced today. 

“This is the reverse of the usual 
experience in July,” Mr. Graham 
said. “In former years July busi- 
ness always has been less than in 
June, due to the usual mid-sum- 
mer business lull. This year, 
however, public buying, which 
reached what was considered a 
peak in June, is being exceeded in 
July, and there is no evidence of 
a falling off even this late in the 
month. To date our retail deliv- 
eries in July are close to fifteen 
per cent ahead of June and sub- 
stantially greater than a year 
ago.” 

Mr. Graham said that orders 
from dealers received during the 
first twenty-four days of July 
were more than double the total 
for the same period of July last 
year and slightly ahead of the 
total for the same period of June. 
Factory shipments also are being 
well maintained. The total for 
the month is expected to exceed 
the total of shipments in June. 








Firmness During 
Break Increases 
Their Popularity 


By CONRAD ALEXANDER 


New York, July 28.—After some- | 
thing of an eclipse in recent 
weeks, during which time there 
occurred the sensational rise and 
fall of the liquor stocks, the auto- 
mobile shares came back into 
their own this week. The motors 
gave a good account of them- 
selves, leading several important 
rallies on the New York Stock 
Exchange. 

The source of much of this 
strength was found in the ex- 
tremely favorable second quarter | 
earnings reports that made their 
appearance during the _ week. | 
Chief among these was the state- | 
ment of the General Motors Corp., | 
which was “front page” news 
throughout the country. 


Another explanation of the re- 
newed popularity of the shares of 
automobile companies was the 
firmness of this group of securi- 


ties during the drastic decline in| 


market prices last week. The 
motors gave ground but their} 
losses in the main were less 


severe than stocks in nearly all | 
| Wednesday. 


other groups. 

Still another factor was the sud- | 
den discovery in Wall Street that 
reports of the preceding week of 
a marked recession in motor ve- 
hicle production and sales were 
premature. With financial circles 
anticipating a decline in output, | 
the weekly report of production 
showed for the week ended July | 
22 a new high record for the year. | 
Also the latest R. L. Polk figures | 
on sales gave no indication of a 
slump in that direction. 

The stock market as a whole up | 
to today was about twelve points 
below its high for the year, on the 
basis of the most general accepted 
price averages. Motor shares, as 
a group, were about four points 
below their 1933 peak. 

Current indications are that 
earnings of the motor industry in | 
the third quarter will make an} 
even better comparison with the 
like period of 1932 than was 
shown in the three months ended | 
June 30. Operations continued 
over into July at close to the 
June rate, with profits making a 
correspondingly good _ showing. 
Only a falling off in August and 
September of substantially more | 
than seasonal proportions could 
prevent a highly favorable com- 
parison, not only with a year ago, 
but with the second quarter of | 
this year. 

Increasing popularity of the 
stocks of automobile companies | 
with the investment trusts was | 
illustrated this week by the re- 
port of the Sterling Securities | 
Corp. for June 30, which showed | 
that it had increased its motor | 
share holdings by sixty per cent 
since the first of the year. 


This investment trust held 
36,500 shares of common stock of | 


| Few 
| record. 


| dustry, 


}and the 
| standing 


| after the payment of the preferred 


|} consumers without any noticeable 





car and truck, accessory and rub- | 
ber companies as of June 30, as| 
against 22,700 on December 31, | 
1932. Goodyear and Nash was 
added to the list during the first 
half year, with Goodyear repre- 
sented by 3,000 and Nash by 4,000 
shares. Holdings of Bendix Avia- 
tion, Bohn Aluminum & Brass, 
Borg-Warner, Electric Auto Lite | 
and General Motors were _ in- 
creased, while reductions were | 
made in the number of Chrysler | 
and Timken Roller Bearing shares | 
held. 


The motor industry has increased | 
in favor with the leading invest- 
ment trusts in recent years, the 
stability of the automotive group 
during the depression having been 
one of the outstanding achieve- | 
ments of American industry. The | 
leading unit of this division in/ 
point of volume of business done, | 
General Motors, has thus far gone | 
through the depression without | 
reporting a loss for any year. | 


| 
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Motor Stocks Rebound on Second Quarter Outlook 


industries 


One of the most favorable un- 
derlying factors in the motor in- 
of course, is the almost 
absence of funded debt 
small amount of out- 
preferred stock. 
this works to the advantage of 
the stockholders cannot be better 
illustrated than in the sharp con- 
trast between the reports of the 
United States Steel Corp. and 
General Motors for the second 
quarter, which, strangely enough, 
were made public on the same 
day this week. 


Steel had an operating profit 
of $4,881,554 in the three months 
period but by the time interest 
and other charges were taken out, 
the corporation had a net loss 
of 8,627,000. The Steel Corp. has 
a funded debt of $95,000,000, 
whereas General Motors has none. 
The motor corporation’s net in- 
come for the second quarter was 
$41,189,169, of which $39,150,000 
was left for the common stock 


can match ry 


entire 


dividend. 


Incidently, the General Motors 
report was one of the big pieces 
of news of the week in financial 
circles and was credited with hav- 
ing been an important factor in 
rallying the stock market on 


Shares of the rubber companies 
rallied sharply on the Wednesday 
announcements of ten per cent 
increase in tire prices. This was 
the third upward revision of quo- 
tations in as many months and 
brought prices to about twenty 
per cent, on the average, above 
the levels prevailing prior to the 
first boost on May 1. 


Earnings of tire makers are ex- 
pected to show material improve- 
ment as a result of these moves, 
which have been accepted by 





protest. The fact that prices had 
been declining steadily for nearly 
a decade, in the face of improved 
quality, may have had something 


How ||} 
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ing. 


for year. General 
points each this week. 





| to do with the public’s willingness | 


to pay more. 

Along with the rubber shares, 
oil has received considerable at- 
tention recently. This is another 
industry closely tied up with the 
automobile business, the 


largely on the number of motor 
vehicles in operation. Some mar- 


ket commentators this week have} 
declared their belief that the oils | 


represented the safest section of 
the market, even 
rarely perform in a _ sensational 
manner. The oils, with the mo- 
tors, were outstanding in their 
resistance to the recent sharp re- 
action in the stock market. 


New Truck Tax Law 
Adopted in Wisconsin 
Madison, Wis., July 28.—The 
ton-mile tax bill, dealing with 
trucks generally but exempting 
farm trucks, has been signed by 
Gov. A. G. Schmedeman. Under 
the measure, truck owners have 


a choice of a weight tax, which | 


starts at $22.50 for trucks of 4,500 
pounds or less and goes up to $540 
for the heaviest trucks, or a mile- 
age tax of two and one-fourth 


mills for trucks of 4,500 pounds, | 


or less, and goes up to thirty-six 
mills on the heavier trucks. 


con- | 
sumption of gasoline depending | 


though they} 


Last Minute Wall Street Wires 
From CONRAD ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, July 28, 3:10 P.M.—Shares of automobile com- 
panies moved lower today but no heavy selling resulted 
and motors generally were firm at close of week’s trad- 

Despite market break of last week some motors 

were able to come back this week to reach new highs 

Motors 


and Chrysler gained six 


Allis-Chalmers Co. 
Approaching “Black’’ 


Milwaukee, Wis., July 28.—Re- 
ducing its deficit for the June 
quarter under the level for the 
first quarter and the _ second 
quarter of 1932, Allis-Chalmers 
Manufacturing Co. becomes the 
second large Milwaukee firm to 
report improvement in earning 
| ability as a result of better sec- 
|ond quarter operations. 


For the quarter ended June 30 
|}the company had a net loss of 
| $788,920, against net loss of 
| $869,986 in the preceding quarter 
|}and $869,503 in the corresponding 
| period of 1932. For the first half 
|of the year the deficit amounted 
| to $1,658,000, compared to $1,805,- 
| 000 in 1932. 

Net current assets as a result 
|of the losses are reduced to $24,- 
213,000 as of June 30. Cash and 
marketable securities amounted 
to $5,053,000. A year ago net cur- 
rent assets totaled $26,615,000. 


| J. E. Otis in Charge 

| Chicago, July 28.—Directors of 
|the Stewart-Warner Corp. will 
meet here Aug. 24 to elect a suc- 
| cessor of C. B. Smith, who re- 
| cently resigned as president. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JULY 28th, 1933 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 
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July 28 July 


25 | High 


Last Sale 
July 28 July 2 





Allis Chalmers Mfg. 
American C. & F. 
American Chain 

La Fr. 
American Woolen 
Auto (2) 
Bendix Aviation 
Bohn A, & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., 
Budd Wheel Co. 
Chic. Yellow Cab (1) 
Chrysler 

Collins & Aikman 
Commercial Credit 
Com, Credit A 
Commercial Inv. T 
Curtiss-Wright 
Curtiss-Wright A 
duPont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Elec. (40c) 
General Elec, Spec 
General Motors 
Glidden 

Goodrich, 

Goodyear T. 
Graham-Paige 
Hayes-Body Corp. 
Houdaille- Hershey 
Houdaille-Hershey ‘ 
Hudson Motor 
Hupp Motor 

Indian Motorcycle 
Inter. Harvester 
Johns-Manville 
Kelly-Spring. Tire 
Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 
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Motor 
Motor Wheel 


Spice 
Stewart-Warner 
Studebaker 

Thermoid Co, . 
Thompson Products .... 
Timken Roller 
Trico Products ape 
Union Car. & Carb, (1) 


U. S. 


Asbe 
Bastian Blessing 
Bendix 
Borg 
Grigsby-Grunow 
Houdaille-Hershey / 
Houdaille- Hershey 
Modine 
Perfect 
Pines Waterfront 


Baldwin Rubber 
sJower 
Ex-cell-o Aircraft 
Gemmer 


Products 


Motor 


Republic Steel Corp. 
Sparks-Withington 


r Mfg 


Bear. 


Industrial Alcohol 
Rubber ae 
"house E 


Yellow Truck .. 
Young Spring & Wire .... 
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Aviation 
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Mfg 
Lamp Co 


Hoover Steel 
Parker Rust Proof 


Timken- Detroit 


Warner 


Aircraft Corp 











Street Awaits 


Motors Action 


On Dividends 


New York, July 28.—Interest of 
local financial circles in motor 
company dividends is centered in 
the coming dividend meeting of 
the directors of the General Mo- 
tors Corp., scheduled for August 
7. Action is due to be taken on 
both the common and preferred 
stocks. 

The common currently is on a 
quarterly basis of twenty - five 
cents a share. This will be the 
first General Motors dividend 
meeting for many months not 
preceded by reports and rumors 
of a likely reduction in the rate 
on the common. There now is 
even talk of a possible increase in 
the payment but no such specu- 
lation has been heard in any 
authoritative quarter. 

A number of other dividend 
meetings in the automotive in- 
dustry are scheduled for the 
next week or so, according to the 
calendars as they now stand. The 
Timken-Detroit Axle Co. is due 
to vote on the preferred dividend 
on August 3 and on the same day 
directors of the Parker Rustproof 
Co. are scheduled to meet for 
dividend action. 

The Goodyear Tire & Rubber 
Co. is due to meet for dividend 
action on the first preferred stock 
on August 14 and the Raybestos 
Manhattan Co. on August 16. 

Wilcox-Rich Corp. is scheduled 
to act on the Class A stock divi- 
dend on August 18. 

Several other important meet- 
ings of motor companies are 
scheduled for the first half of 
August, at which dividend action, 
although not formally scheduled, 
may oe taken. Whether there will 
be any cases of resumption of 
dividend payments not now being 
made is not known, although 
there have been numerous reports 
that some surprise announcements 
might be made before long. 


General Tire Willing 

To Adopt Blanket Code 

Akron, July 28.—The General 
Tire and Rubber Co. is ready to 
further the industrial recovery 
program by working under the 
blanket code for industries, or 
under a tire code, said W. O’Neil, 
president. “We are thoroughly 
in sympathy with the principles 
involved in the blanket code for 
industry just issued by the Presi- 
dent,” he said. “We hope that the 
rubber industry will have adopted 
its own code before the time for 
the President’s blanket code to 
become effective. If so, that code 
will of course govern our operat- 
ing policies. 

“However, if our own industry 
does not adopt its particular code, 
our company will willingly con- 
form to the provisions of the 
blanket code which the President 
has issued.” 


N. Y. Metropolitan 
Sales Show Gain 


New York, July 27.—First re- 
ports on July registration of new 
cars in the New York metropoli- 
tan district, released by Sherlock 
& Arnold this week, not only dis- 
close a continuance of good busi- 
ness that marked May and June 
but even show an increase over 
the June totals. For the week 


| ended July 7 registrations reached 
3,357, comparing with 3,094 in the 


first week of June and with 2,902 
in the first week of July last 
year. 

The heavy registration in the 
first July week is partly ex- 


| plained by the fact that registra- 


tion fees are reduced fifty per 
cent after June 30. This also 
explains much of the reason for 
the falling off in the closing June 
weeks. 





~ Another Me slice 
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CHEVROLET 


leads in TRUCK as 
well as PASSENGER 
CAR SALES for the 
first five months of 


1933 
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Not content with leading in passenger car sales for 4 
of the past 6 years, not content with increasing their 


— margin of leadership in 1933, Chevrolet dealers have 


stepped out and captured the lead in truck sales too! In both of the 
fields where the biggest volume of business can be expected—low-priced 
passenger cars and low-priced trucks—Chevrolet dealers are getting the lion’s 
share of sales. 


Evidently America likes the way Chevrolet does things. Truck buyers can’t 
seem to resist a truck that combines high speed, great power, big capacity 
rugged construction and matchless operating economy. Automobile buyer; 
naturally flock to buy a car that is, at the same time, something new ir 
styling and performance, and America’s most economical automobile 


Few automobile manufacturers can offer dealers any kind of double franchise 
None but Chevrolet can offer them the best-sellers in both fields 
Plainly, to be a Chevrolet dealer today is to occupy the best spot in the 






retail automobile business. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAD 






